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Sash Cord... NEW polyethylene ‘handy bag 
package. A quality cord priced to sell in vol 
ume. 1200 and 2400 ft. coils packed in pro 
tective dispensing display box. 


Nylon Mason's Line...100% NYLON; 
twisted or braided. Excellent for Mason's Line, 
Chalk Line, Plumb Line, Pull Cord, Drapery 


Cord. 100 ft. spools in display box. Many 
other put-ups 











Chalk Line Top quality, display packaged 














Snap Sacks*... These SNAP SACKS* are 
made from heavy gauge polyethylene with 
an elastic ‘Help Yourself'’ top. Mason's Line, 
Butcher's Twine, Chalk Line, Wrapping Twine, 
Jute, India. 


Mason's Line, Layout Line, Furring out Line, 
Tile-Setting, etc. A staple, year ‘round seller 





Braided Mason's Line...A good ali yeor 
‘round seller. Extra strong, non-kinking, non- 


raveling. Mason's Line, Chalk Line, Awning 
Cord, etc. 
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Drapery Cord A superior cord especially 
designed for hard wear and long life. Handy 


50 ft. coils cellophane wrapped. Also in coils 
or tubes 


JOHN H. GRAHAM & CO., INC. 
105 DUANE STREET * NEW YORK 8, N. Y. 














the new AW pt “GOO” line 
oe Touchy knob action 


THE ONLY LOCK WITH 
ALL THESE FEATURES: 


@ Six pin tumbler 
security 

@ Exclusive 
adjustable strike 

@ Two-way locking 
action 

@ All steel and 
brass construction 


@ Full 4%" 
latch bolt throw 

@ Equi-distant 
knob projection 

@ Elimination of 
cylinder reversing 

@ Unconditional 
guarantee 





QUALITY you can sell! 


More and more building contractors are 
looking for quality. With the KWIKSET 
**600”’ line, this fact becomes a selling 
advantage, because here is quality they 
can feel. Just a feather-touch of the fingers 
produces a smooth, quiet, turn of the kiuob. 
This soft, sure action is eloquent proof of 
the precision construction and superior 
quality built into the KWIKSET ‘600’’ 
line. Here are locksets that sell themselves. 


KWIKSET SALES AND SERVICE COMPANY e ANAHEIM, CALIFORNIA 
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ALUMINUM 
Leonard | “7 wees 


will increase your sales...earn you higher profits / 





@ Heavy gauge frames. 
@ Aluminum extrusions. 


@ Finest operating 
hardware—no 
maintenance problems. 


@ Interchangeable screens 
and storm sash for 
all weather. 


@ Modern design drip cap. 
@ Wide 4 inch louvers. 


LOUVER : Kish” 


AWNING 
WINDOW 


@ Head, sill & jamb sections @ Exclusive power-turn 
completely weatherstripped. eary - operator. 


@ Sturdy extruded frame. ip | @ Easy to install. 
@ Sure-lock louver clips. a @ No lubrication needed. 
@ 120° opening. ) te. @ Heavy gauge extruded 


@ 7 inch louver width. aluminum frame. 


@ Simple to glaze. 


R. B. Leonard, Inc.—AL-10 \ 
3553 N. W. 50th Street, Miami, Florida 


+ 
/ 
Gentlemen: Please give me full facts about the | d 
LEONARD Awning and Glass Jalousie Windows: ; to orm ar 
Check one: Dealer{ | Distributor (| 


Nome R.B. Leonard, Inc., 3553 N.W. 50th St., Miami, Fla. 
Address 


Sell the leader in modern windows for modern living. Write 
City 


or wire us today for complete details on our factory-to-dealer 
plan which brings you higher profits, increased sales. 
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Pack River ‘“Qualitized’” Engelmann Spruce 
Tops For “Do-It-Yourself’’ Market 





Dealers Everywhere Make Big, Extra Profits with this Better Wood! 


Here’s What One Homeowner Says 


About “Qualitized’”’ Engelmann Spruce: 


“Until | happened to mention to 
a local lumber dealer that I was 
planning a new recreation room, | 
didn't even know they made a 
“knotty” spruce paneling. Anyway, 
| was glad he sold me on it because 
it proved an exceptionally easy 
wood to work and it finished beau- 
tifully. I think the small tight knots 
and the light color of the wood con- 
tributed a lot to this 


“| did the entire job myself, using 
Pack River No. 3 common Engel- 
mann Spruce for the whole interior, 
including mantel, fireplace and 
doors. The one large door is made 
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with two thicknesses back-to-back 
and slant pieces inlaid in the frame- 
work. 

“I get lots of compliments on my 
sailfish trophy, but even more on 
the recreation room itself. I’m 
mighty proud of the job and a lot 


of credit has to go to this good- 
looking, easy-to-work wood.” 

Dealers everywhere are making 
big, extra profits by selling the “Do- 
It-Yourself” trade. That’s why Pack 
River “Qualitized” Woods are in- 
creasing so much in popularity . . . 
they're good profit earners that 
keep the customer happy! 

Write today for “Packy’s Free 
Booklet: “The Story of Pack River 
“Qualitized” Engelmann Spruce .. . 


ACK RIVER SALES CO. 


SPOKANE, WASH P.O. BOX 64 ° 


TELETYPE SP. 105 ad 


TEL. MAdison 0121 


Managing Sales For 


PACK RIVER LUMBER CO 
Sandpoint, idaho 


NORTHWEST TIMBER CO 
Gibbs, Idaho 


THOMPSON FALLS LUMBER CO 
Thompson Falls, Mont 


bd CRESTON SAWMILLS, LTD. Creston, 8. C * 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


WHY CONSTRUCTION IS BOOMING. Many readers have asked us why building has gone 
ahead this year above all estimates. Here's the way we see it. 

There's still a big need for new homes. Building has been rising over 
the years but this activity follows a long period of restricted home 
buying through the war and even into the post war period. Housing de- 
mand is always less quickly satisfied than a similar backlog for autos, 
appliances. 

AMERICA ON THE MOVE. Encouraged by easy financing home buyers have been on the 
move, and entirely new suburban areas have been created near the 
nation's cities. This in turn has inspired new streets, stores, hos- 
pitals and schools. Literally thousands of new homes this year were 
Sold to people whe found their present homes too small. 


EISENHOWER'S ESTIMATES. In his report to congress this spring the president sum- 
marized some of the construction backlogs over the next 10 years. He 
mentioned $8 billion for highways; $6.75 billion for schools; $1.5 


billion for hospitals and $1.8 billion (over five years) for water 
and other community facilities. 


TAPERED DEFENSE SPENDING HELPED. This very factor, which was unfavorable to some 
industries, was favorable this year to building. The trend released 
materials and labor previously concerned with defense construction. 
The outlook for 1955 is defense spending for materials rather than new 
plants, which will stimulate consumer income and demand for housing. 


This industry can anticipate little government competition for either 
labor or building materials. 


NEW RECORD NEXT YEAR? It's still early to make estimates for 1955 building. 
Nevertheless, it is hard to escape the conclusion that a new record is 
not only possible, but even likely. Labor and raw materials remain 
favorable. Prices are stable. Builders have never been so efficient, 
ready to try new construction methods. 


VA AND FHA OPEN-END MORTGAGES. Dealers interested in repair and remodeling busi- 
ness will wish to contact their local VA and FHA offices to become ac- 
quainted with the new open-end mortgage regulations. The rules permit 
open-ending all FHA or VA 1-4 family mortgages except Title 1, Sec. 8 
types and Title 8. If state laws permit, a modification agreement or 
rider can be attached to present FHA mortgages. 


VA ESPECIALLY IMPORTANT TO DEALERS. The Veterans Administration has issued rules 
for veterans desiring to obtain open-end loans on present GI mortgages. 
Lenders may complete home improvement loans without prior VA clearance 
up to $7,500 (the former limit was $4,000). 

WEST COAST LUMBER SITUATION. The entire Douglas fir picture depends on two big 
unknown factors: the log supply and the reserve buying yet to be done 
this year. Logs are not plentiful but several weeks of good weather 
could alter the situation. How much quantity lumber purchasing is 
being done is difficult to pin down, but recent hand-to-mouth purchas- 
ing is holding price levels with little change. 

(continued on next page) 
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Legion Commander Urges 
Pushing Do-It-Yourself 


Seaborn Collins, Jr., the new na- 
tional commander of the American 
Legion, suggests that lumber deal- 
ers go all-out for “do-it-yourself” 
business and concentrate on mar- 
keting top quality materials. 

Collins said he has found these 
principles successful in the opera- 
tion of a lumber and building ma- 
terials firm in Las Cruces, N. M. 

He said some dealers have ar- 
ranged special demonstrations of 
do-it-yourself materials and 
techniques at local American Le- 
gion posts, and suggested that 
there may be a demand for similar 
classes in other communities. Col- 
lins pointed out that by encourag- 
ing do - it - yourself activities, 
both the Legion and local lumber 
dealers would be contributing to 
community improvement. 

Collins’ firm, the Southwestern 
Lumber and Builders’ Supply Co., 
is one of about half-a-dozen yards 
in the Las Cruces area. The firm, 
according to Collins, grosses be- 
tween $200,000 and $300,000 a year 
and is run mainly by his brother, 
a graduate engineer of Texas 
A&M. He explained that it is a 
combination retail-wholesale com- 
pany which sells to contractors 
and consumers, many of them do- 


Courtesy National Lumber Manufacturers Assn 


NATIONAL COMMANDER of the American Legion, Seaborn Collins, Jr., above, 
operates a retail-wholesale lumber and building materials firm at Las Cruces, 


N. M. 


it - yourself enthusiasts, in an 
area of about 18,000 population. 
Collins, himself, is in the gen- 
eral contracting business, con- 
structing 60 to 120 homes a year. 


Most of these have been of wood 
frame construction with stucco as 
the exterior siding material. They 
feature exposed beams and flat 
roofs. 





August Starts 17,800 Above Last Year 


Nonfarm housing starts, total- 
ling 111,000 in August, continued 
strong for this time of year, ac- 
cording to preliminary estimates 
of the Labor Department’s Bureau 
of Labor Statistics. 

The August total was only 1,000 
units under the July figure; it ex- 
ceeded August 1953 volume by 
17,800 units. The slight decrease 
this August occurred entirely in 
metropolitan areas. In non-metro- 
politan areas, housing activity 
picked up, following a dip in July. 
Privately owned housing starts, 
which usually decline a little be- 
tween July and August, were about 
the same in the two months this 
year. 

For the first eight months of 
1954, private dwelling units put 
under construction totaled 780,500, 
representing a seasonally adjusted 
annual rate of 1,130,000 units. If 
activity continues at the same pace 
during the remaining four motnhs 
of the year, 1954 will be the second 
best housing year in history. Last 
year, the seasonally adjusted an- 
nual rate of private housing starts 
for the first eight months averaged 
1,085,000. 

Among the four broad regions of 
the country (northeast, north cen- 
tral, south, and west), the north 
central showed the sharpest rise 
(25%) in housing activity from 
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January to May—the latest month 
for which geographic detail is 
available. In the south and the 
west where homebuilding was rel- 
atively high during the winter 
months, the January-May increase 
was only about 13%. The rate of 
increase for the northeast was 
17%. 





Construction Spending 
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- 1953 -|-—— 1954-——~ 
Source: Depts. of Commerce & Labor j 
A NEW RECORD in expenditures for new 
construction was set in August. The $3.6 bil- 
lion spent for work put in place was 3% above 
the previous high in July and was 8% above 
the August, 1953, level. 


See Building Boom 
Continuing Into "55 


The construction boom will shat- 
ter all records this year and con- 
tinue well into 1955. 

Although contractors will face 
“increasing competition,” building 
material prices and wages will 
continue “stable” for the next six 
months. 

Those are the major findings of 
a survey conducted by the Asso- 
ciated General Contractors of 
America, Inc. The A.G.C.A. ques- 
tioned 6,500 member firms which, 
it claims, annually take care of 
more than 80% of the nation’s 
total contract construction. 

“The total construction volume 
for 1954 seems likely to approach 
$52 billion, the highest of all 
time,” the survey said. This dollar 
total will be made up of $36.5 bil- 
lion of outlays for new construc- 
tion and ever $15 billion of spend- 
ing for maintenance and repair 
expenditures. 

As for increased competition, 
the A.G.C.A. cited several reasons: 
Increased capacity of contractors 
due to improved equipment; a 
larger number of contractors in 
many areas; newer contractors 
seeking work by submitting “dan- 
gerously low bids’; extremely fa- 
vorable weather which enabled 
contractors to finish a job and seek 
more work. 
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ALUMINUM 
COMBINATION DOORS 





America’s oldest woodwork 
Sracturers for OVER-THE-COUNTER SALES 


You don’t have to install it. No servicing necessary. Do-it-your- 
selfers put it in with a screwdriver—that’s all! Just display it on 
the floor. CRESTLINE Aluminum Combination Doors sell 
themselves. 


This is the most profitable door in years for you! It’s the FIRST 
and ONLY reversible aluminum door—hinges and knobsets can 
be arranged for right or left opening. CRESTLINE Doors are 
rugged and beautiful, come individually cartoned with easy-to- 
follow assembly instructions, and clearly labeled hardware. All 
standard sizes available. 


Profit now on the big market for these doors. Order any quan- 
tity. We will ship from our large stock immediately. 


Call, write or mail the coupon to us today! 











so Py Uf Lrerk 
ee / 3 


To The Silcrest Company, Dept. A, Wausau, Wisconsin 


ee we eee eecaenen canara oe 
smapepactuaen bY CRESTLINE ALUMINUM COMBINATION \ 
THE SILCREST COMPANY 
WAUSAU, WISCONSIN ~ NAME 


MILLWORK AMERICA LOVES ® aponess 
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FHA Issues New Home Repair Regulations 


The Federal Housing Adminis- 
tration has issued new regulations 
designed to prevent abuses of its 
home repair loan insurance pro- 
gram. 

F.H.A. Commissioner Mason 
said the new rules will safeguard 
borrowers from “exploitation by 
unscrupulous salesmen and deal- 
ers.” 

Here are the major safeguards 
listed by Mr. Mason: 

For the first time lending insti- 
tutions will be required to share 
a portion of the risk in making 
property improvement loans. Lend- 
ers must bear 10% of the loss on 
any loan which is not repaid. 

Some 27 items are specifically 
banned from insurance. These in- 
clude “improvements” such as bar- 
becue pits, dog kennels and swim- 
ming pools. Eligible items must 
“substantially protect or improve 
the basic livability or utility of 
the structure,” Mr. Mason said. 

Home repair loan insurance will 
not be available for repairs on new 
residential structures until the 
homes have been completed and 
occupied for six months. 

Mr. Mason said the new regula- 
tions, effective October 1, “formal- 
ize” many actions that already 
have been taken by administrative 
decree. He noted, for insance, 
that F.H.A. already has limited 
the kinds of home repairs that can 
qualify for F.H.A. insurance. 

The F.H.A. chief said the rule 
requiring lenders to share in 
losses on any loan will have a 
“beneficial effect” on credit inves- 
tigation and approval, upon col- 
lections and upon dealer approval 
and control by the lending institu- 
tion. 


Builder Convention 
Jan. 16-20 at Chicago 


The National Association of 
Home Builders has announced its 
lith annual convention and expo- 
sition will be held in Chicago 
January 16 to 20. 

Upwards of 18,000 persons are 
expected to attend the industry- 
wide meeting, according to conven- 
tion chairman Henry Fett, Royal 
Oak, Mich., builder. Carefully 
planned sessions will afford build- 
ers an opportunity for intensive 
study of up-to-the-minute techni- 
cal developments, sales and mer- 
chandising methods and mortgage 
financing, he said. 

Builders, contractors, architects, 
engineers, manufacturers, finan- 
cial representatives, building 
product dealers and all others con- 
nected with the home building in- 
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dustry are eligible to attend the 
five-day event. 

Because of the heavy demand 
for hotel rooms in January, reser- 
vations must be made by December 
15 this year to insure that accom- 
modations will be available. Some 
6,500 rooms in 10 downtown hotels 
have been set aside for the asso- 
ciation’s use. Persons who are not 
members of NAHB local chapters 
should write direct to Convention 
Headquarters, National Associa- 
tion of Home Builders, 111 West 
Jackson Blvd., Chicago 4, Ill. Re- 
quests for hotel reservations must 
be accompanied by the advance 
registration fee ($15 for men, $10 
for women). Name, address, busi- 
ness affiliation and date of arrival 
should be furnished. 


Chicago Lumber Haulers 
End Six-Day Walkout 


An orderly six-day strike of 
1,100 AF of L lumber truck drivers 
in Chicago ended Oct. 5 when 
union members voted to accept a 
new contract drafted by the Lum- 
ber Trade Association of Cook 
County. The association represents 
about 90% of the lumber dealings 
in the Chicago area. 

John F. Ryan, president of local 
786, one of the three that were on 
strike, said the contract provides 
for a 1014¢ an hour increase retro- 
active to Sept. 17, raising the cur- 
rent pay scale to $2.17 an hour. The 
new contract also provides for a 
three-week vacation after 15 years 
service, and a 20-month contract 
which will expire May 31, 1956. 

Originally, the teamsters asked 
for a 1844¢ an hour inc7vease, an 
18-month contract and three-weeks 
vacation after 12-years service. 

The strike tied up deliveries for 
170 lumber yards and millwork 
companies. Construction work was 
threatened as supplies on job sites 
ran out. 


Eight-Point Program 
For Home Builders 


An eight-point program for the 
nation’s home builders to meet the 
continuing demand for new hous- 
ing was presented recently by John 
M. Dickerman, executive director 
of the National Association of 
Home Builders, at San Francisco. 

Dickerman spoke at a dinner 
sponsored by the Northern Cali- 
fornia home builders in honor of 
the 20th anniversary of FHA and 
he based his prediction that the 
present rate of home production, a 


record high of 1,100,000 units, will 
be insufficient by the early 1960’s 
on the expected rate of new family 
formations. 

“Make no mistake,” Dickerman 
pointed out, “these needs will be 
met; by private enterprise if we 
are farsighted enough to seize and 
keep the initiative, or by govern- 
ment if we are not.” 

Dickerman’s eight-point pro- 
gram would have the nation’s home 
building industry accomplish the 
following: 

1.Build up the skilled labor 
force. 


2. Improve technology and boost 
efficiency. 

8. Improve materials and develop 
new, more economical equipment. 

4. Work constantly toward bet- 
ter, more attractive and more liv- 
able home design. 


5. Expand sources of long term 
mortgage credit to meet a 50 to 
100% increase in demand. 

6. Perfect better consumer fi- 
nancing to extend home ownership 
to lower income brackets. 

7. Develop a workable trade-in- 
house program. 

8. Concentrate on slum rehabili- 
tation. 


Urge “Liquidation” 
Of Public Housing 


The National Association of 
Real Estate Boards has announced 
a drive to help “liquidate” public 
housing through private purchase 
of government interest in the 
projects. 

“The new federal housing law 
permits any community to vote out 
its public housing if it assumes re- 
sponsibility for the outstanding 
bonded debt involved,” Ronald 
Chinnock, president of NAREB, 
said. He added: “Most public hous- 
ing projects can be sold to their 
occupants or investors for more 
than their original cost, and thus 
the bonds can be paid off.” 

Mr. Chinnock urged communi- 
ties to “vote out” the government- 
backed low-rent housing projects. 
He asked 43 state realtor associa- 
tions to push for enactment of 
state and local laws which will 
pa”e the way for local referendum 
on whether private purchases 
should be made. 

“Every state should pass a law 
requiring any municipality to hold 
a referendum vote on the liquida- 
tion of public housing upon peti- 
tion signed by 10% of the taxpay- 
ers,” the real estate association 
president said. 

The drive, if successful, will 
mean that “the vicious grip of the 
housing authority in Washington 
on our cities can now be broken,” 
he said. 
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© seat TILE & CONGOWALL 








One do-it-yourself prospect who wants a kitchen like this can add $30 to your total gross margin! This smart kitchen has 
90 sq. ft. Congowall, gross margin $5.92. . . plus 183 sq. ft. Gold Seal Linoleum Tile, $24.05 . . . total: $29.98! You'll 
find it’s so easy to make quick, double sales like this with famous, guaranteed* Gold Seal resilient Tile and Congowall! 


Fast-moving Gold Seal Tiles! 


Gold Seal Inlaid Linoleum Tile, finest inlaid lino- 
leum made...exclusive felt backing allows 
direct application to firm wood underfloors. 


HytANNT 


HAE a UT 
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Congowall makes it a double sale! 


The original enamel surface wall covering .. . with 
6,000,000 successful installations! 


em 


é ; Vig Oa a 
Gold Seal VinylTile, inlaid miracle for floors and Goes up a wall at a time instead of a tile at a time! 


walls...unharmed by greases, alkalies, and 


> : Top quality, it’s easily cleaned; easy to keep clean 
normal kitchen acids. °s dd ’ y F 


. resists stains, grease, dirt. 


ULAR 


Gold Seal Vinylbest Tile, the closest thing to all 
purpose tile... acid-alkali resistant; moisture re- 


Easier to install, it has greater flexibility. Easy to 
sistant; goes on, above, below grade. 


handle, added ‘“‘heft’’ hides wall imperfections. 


ha a 
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Gold Seal Cork Tile, an improved cork tile with @& : 
unsurpassed soil resistance! = Exclusive felt-backing gives firm, quick bond to 


at wall... assures trouble-free installations. 
Gold Seal Rubber Tile, resilient, durable; clearer, 


truer colors. Extremely comfortable underfoot. 32 “SaleStyled” patterns... plus greater buying 


Gold Seal Asphalt Tile, most economical tile for on, flexibility, greater profit potential from Gold 
above, below grade. Seal Unit Shipment Discount Policy. 


The Famous Gold Seai Tile-O-Matic, display-merchandiser, puts you in the busy tile business for $25! Successful with 
7000 dealers, it takes up just 5 sq. ft. of space ... stocks, promotes, sells up to 482 9” x 9” Gold Seal Tiles! 
172 convenient distributors with complete stocks make it easy to order popular Gold Seal products! 


Convincing national advertising has pre-sold Gold Seal Floors and Walls in LIFE, LOOK, BETTER HOMES AND 
GARDENS, McCALLS, AMERICAN HOME. 


Gold Seal gives you the complete line of floors and walls for every residential, commercial, institutional use. 
* Gold Seal Guarantee assures you and customers of top quality ... promises “satisfaction or your money back.” 


For full information write Customers’ Service Dept CONGOLEUM-NAIRN INC., Kearny, N. J. 
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HERE'S A CLOSE-UP OF SAMARA! Naturally a black-and-white picture 
cannot do justice to Samara’s warm, soft coloring, but notice the 


distinctive grain pattern . . . see how well it looks on a wall . think 
how easy it will be to sell! 











Weldwood brings you SAMARA 


the genuine hardwood paneling that retails 


for only about $25* for an 8’x 12‘ wall area. 


Samara makes every builder, homeowner and do-it-yourself 
customer in your area a real live prospect for a high unit 
profit sale. Samara is priced within the reach of all! 


Here’s genuine African hardwood paneling that is is a real buy, but you must let your customers know 


you have it if you want to make sales, Call your 
builder list, send out cards to homeowners, contact 


priced to sell in volume. With Samara your customers 
can panel single walls or do entire rooms for about 


the same cost as conventional walls. do-it-yourself customers, place an ad in the local 


UNMATCHED FOR BEAUTY. No other solid wall cover- paper, set up a Samara display. \ little extra pro- 
ing material even comes close to matching the natural motion will surely pay off in a great big way! ; 
beauty and serviceability of real wood paneling. Samara See Samara and other fine Weldwood paneling at 
now brings this beauty within the reach of all! any of the 73 United States Plywood or U.S.-Mengel 

“ Plywoods distributing units in principal cities. Mail 
LIFE-OF-THE-HOME GUARANTEE PACKS SELLING coupon or call your Weldwood sales representative 
and place your order today! 

Remember, Lumber Dealers, United States Plywood 
distributing units carry a $25,000,000 inventory of 
Weldwood Products to augment your own stocks at 
all times! 


PUNCH. Samara’s: cheerful natural color is on the 
order of light mahogany. It can be left natural or fin- 
ished in any number of interesting ways. You have a 
real selling feature in that Samara is guaranteed for 
the life of the installation! 


WELDWOOD SALESMEN ARE OUT HELPING YOU SELL! 
This month the entire Weldwood sales force is out 


making direct calls on leading builders to promote Ask your Weldwood sales 


representative for this attrac- 
available to help you sell your builder customers. Call tive Samara display. 
him for help—he is at your service! 


sales for you. Your W eldwood sales representative is 


This eye-stopping Samara 
PICK UP AN EXTRA PROFIT. You can pick up an display is yours for the ask- 
ing. At the same time ask 


extra sale by suggesting to your customers that they 
: BE  ) J y your Weldwood sales repre- 


install § amara or other Weldwood paneling with sentative to give you some 
W eldwood Contact Cement, which eliminates nails and hints on how to set up a 
extra finishing. This method is particularly suited to Samara promotion. 
installation of pre-finished Samara panels, which are 


also available. 


START YOUR OWN SAMARA PROMOTION. Samara t Trade Mark 


AVAILABLE IN HANDY 4’ x 7’ AND 4’ x 8’ SIZE PANELS—%4" THICKNESS 


* Approximate price for vafinished panels, For factory-finished panels, ready to install, contact your Weldwood warehous? for prices, 


—S 
Weldwood 


United States Plywood Corporation 
WORLD'S LARGEST PLYWOOD ORGANIZATION 
> West 44th Street, New York 36, N. Y. 
U.S.-Mengel Plywoods, Inc., Louisville, Kentucky 
In Canada, Weldwood Plywood Ltd., Toronto and Montreal 





UNITED STATES PLYWOOD CORPORATION 
55 West 44th Street, New York 36, N. Y. AL-10-18-54 


Please send me complete information and sample of Samara, 


ee ee ee ee ee ee es 








OVERALL VIEW OF EXHIBITS just after the first NRLDA convention and exposition opened on October 2 in the Kings- 


bridge Armory 


Big Dealer Exposition Opens in New York 


Dealers from 48 states take all avail- 
able space for clinic discussions of current 
problems. Public and press enthusiastic over 
new-type show. 


FIRST TO REGISTER at Hotel Commodore headquarters 
were Mr. and Mrs. J. W. Deal of Laramie, Wyo. 


RIBBON-CUTTING MARKED OFFICIAL OPENING of the 
big show. Left to right, Phil Creden, exposition chairman; 
R. A. Schaub, general chairman; H. R. (Cotton) Northup, 
executive vice-president; Henry J. Munnerlyn, NRLDA 
president and Watson Malone III, NRLDA vice-president. 
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American Lumberman’s every-other-week publica- 
tion date makes it possible to bring you this early 
report of the record-breaking NRLDA exposition 
before any other national publication. See next 
issue for detailed reports on the dealer clinic meet- 
ings and exposition highlights. 


“Tt’s exciting and an inspiration for home owner- 
ship. Nothing like it has ever been seen in New York 
City.” 

With this tribute from the New York Times, the 
National Retail Lumber Dealers Association opened 
its first national convention and exposition in the 
Kingsbridge Armory in New York City on October 2. 

Some 172 exhibitors had prepared colorful, drama- 
tic displays that gave even the familiar building 
products a fresh, new appeal. 

Standing-room only attendance was indicated for 
the two major dealer clinic sessions on store layout 
and mechanical handling. E. B. Wilson, NRLDA pub- 
lic relations director, said that 560 dealers had pur- 
chased tickets for these meetings and some 800 deal- 
ers had requested advance hotel reservations. 

Just outside the armory, the materials handling 
“school yard” drew early visitors. Dealers watched 
materials being unloaded from a simulated box car. 
New handling techniques were demonstrated with 
the latest equipment and storage racks. 

The tremendous exposition floor surprised and de- 
lighted visiting dealers, who registered from all 48 
states. Crowds entering the armory first visited the 
12 sparkling room interiors planned by the home dec- 
oration editors of leading consumer magazines. 

A three-bedroom home built with Lu-Re-Co panels 
attracted a lot of attention. The panels were fabri- 
cated by the Butler Lumber Co., New York City. 

“It’s something we’ve needed for years,” com- 
mented Henry J. Munnerlyn, NRLDA president, as 
the show opened. “Exhibitors are extremely enthu- 
siastic and they all say they will be back next year 
with even bigger and better displays. If anything, we’ve 
undersold the exposition to our suppliers.” 
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live better Thum emi MOUS 


“Bringing the outdoors inside 
the house”’ can be overdone. 
Unless windows fit well— winter 


and summer—too much of the 
modern, popular, extra convenient 


A. R. B. WINDOW SALES COMPANY + 19433 John R Street, Detroit 3, Michigan 


BUILDING 


outdoors comes inside. 


_A.R.B. removable wood windows 
are kept weather-snug by pat- 
-ented spring construction back 
of the aluminum sash guides. 
And, the sash come out entirely 
and easily, for cleaning. For 
ventilation or weather protec- 
tion, there’s nothing better than 

Additional wall space becomes availa- A.R.B. "400" wood windows. 

ble with a.r.b. REMOV-A-GLIDE wood 

windows. And they are specially ap- 


preciated in such locations as above 
stoves, sinks, and counters in the 


kitchen. Weather-tight and rattie- 
proof, they cre easily removable, and ‘ 4 
a.r.b. design assures complete sill 7 


drainage. 





METALS BY A. R. B. 


See your nearest lumber dealer or ast ter OY 


. oe) 
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his advertisement has appeared in Architect- 
| pre Record; Progressive Architecture; Amer- 
ican Builder; Practical Builder; Heating & Ventil- 
ating; Heating, Piping & Air-Conditioning. 


Ruined a Fine Home - - - 
Cost over a Million Dollars 
to an Apartment Development 


They thought they would move their fine country home to 
a new site. The state highway was coming through. They 
could not! Account of condensation inside the walls, the sills 
had rotted away. 


The owners of a path-breaking apartment house develop- 
ment in a great city had to pay a repair bill of more than a million dollars for ripping 
out condensation-soaked insulation and replacing damaged, plaster walls. 


Today's tightly-built, high humidity houses create new problems of vapor pressure 
and vapor retention within. Sometimes excessive flow of vapor into building spaces 
occurs, and the formation of destructive condensation is enhanced, where a vapor 
barrier is lacking frem the insulation or there is one with too many breaks in it, or one 
which while waterproof is not vapor-proof. 


Multiple accordion aluminum's surfaces have high radiation or heat ray reflectivity (97%); low 
absorptivity (3% ); and low emissivity (3% ). Conduction is low because of preponderant air spaces 
of low density. Aluminum and fiber layers retard convection, outer and inner. 


The aluminum sheets, 500 ft. and 750 ft. long, are impervious to 
water vapor. Infiltration under the flat, stapled flanges is slight. Con- 
densation formation on or within this type of insulation is minimized 
by the scientific construction of multiple layers of accordion aluminum, 
fiber and air spaces. The commercial form of multiple accordion alu- 
minum is Infra Insulation, Types 6-S and 4-S. 


To obtain MAXIMUM uniform depth protection against heat 
loss and condensation formation, it is necessary to use the 
new edge-to-edge multiple aluminum’, each sheet of which 
stretches from joist to joist, and also all through the flanges 
for further vapor protection as well as permanent attachment 
of each sheet. *Patent applied for. 


A National Bureau of Standards brochure: “Moisture Con- rer : — a 
densation in Building Walls,” interestirgly discusses Vapor r —— = 
Flow, and causes and control of Condensation. Use the 


i, INC. 
coupon for free copy. 1 INFRA INSULATION, sod 1-10 


$25 Broadway, N. : a eceuene. comaghlet 
Samples 0 es ” 
COST OF INFRA INSULATION INSTALLED | Please send C) uilding Walls. 


“Moisture Condensation in B 
in new construction between wood joists, 
material with labor, 7 
1 i simian. 


l ies 


L 
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Type 6-S under 94¢ sq. ft. 
Type 4-S under 74¢ sq. ft. 


INFRA INSULATION, INC., 525 Bway., New York, N. Y. 


(To obtain more data on advertised products see page 110) 





Report from 


Washington, October 15. 


A good many builders have re- 
sented the storm of headlines, 
ascribing to the entire construc- 
tion industry the faults of a com- 
paratively small number of con- 
tractors, in the “windfall profits” 
affair. There’s no doubt that these 
charges have temporarily checked 
the rental building program. The 
Wall Street Journal has attributed 
the “startling drop in applications 
for FHA apartment-building aid” 
to the publicity given the wind- 
falls and to the resulting stricter 
rules written into the Housing Act 
by Congress. Requests to the FHA 
for such aid last March, the month 
before the story broke, numbered 
7,707. The figure dropped to 4,855 
in April and to 611 in July. 

However, it seems to be clear 
that the public is not holding the 
industry responsible for the al- 
leged scandals; and part of the 
reason is the earlier efforts the 
building and building materials 
people have made to strengthen 
public confidence in their services. 


Industry Standards Up 


Richard G. Hughes, president of 
the National Association of Build- 
ers, says no other American indus- 
try has done more to raise its own 
standards of service and values to 
the public. It was outsiders—the 
fly-by-night boys—who moved in 
and took advantage of the govern- 
ment’s home repair program. Only 
a comparatively small proportion 
of the 7,000 government-insured 
rental projects were involved in 
the windfalls. 

The NAHB has some 30,000 
members; and the association asks 
each member to subscribe to a 
one-year warranty on construction 
and materials in each house he 
builds. In at least one state this 
has been made mandatory by 
builders. The association main- 
tains an industry research insti- 
tute to foster progress in building 
and design. It operates a so-called 
“trade-secret program,” to give 
members the benefit of other build- 
ers’ technical knowledge. it holds 
annual contests in construction 
and community planning and op- 
erates an annual school for build- 
ers at the University of Illinois. 
Some member associations conduct 
courses for home buyers to teach 
them what to look for in buying a 
house. Others offer home buyers 
instruction in the technique of 
financing their purchases. The 


BUILDING PropucTs MERCHANDISER 


parent association has had an im- 
portant part in the standardizing 
of building materials to reduce 
waste and save costs. 

The National Retail Lumber 
Dealers Association, as everybody 
in the industry knows, has long 
worked along the same construc- 
tive service lines. Especially im- 
portant has been its sponsoring of 
Retail Lumber Training Institute 
courses in noted universities and 
technical schools to train yard and 
office personnel for building mate- 
rils companies. Early this month 
the NRLDA held one of the largest 
expositions ever sponsored by the 
industry in techniques of modern 
living and salesmanship. It is 
clear that the homebuilding indus- 
try has long been creating, and is 
still continuing to create, a record 
of customer service by which any 
industry could be happy to be 
judged. 


Increased Customer Services 


One evidence that these cus- 
tomer services are paying off is 
the fact that the number of hous- 
ing starts continues to stay up in 
the record-making bracket. Ac- 
cording to the Bureau of Labor 
Statistics, August weighed in with 
nonfarm dwelling units numbering 
111,000; the highest August num- 
ber since 1950. There’s been an 
upward revision of 1,500 units in 
the May figure, which brings the 
total estimated starts for the first 
eight months of 1954 to 796,000 
units; an increase of 24,700 over 
the same period of last year. If 
activity continues at this pace dur- 
ing the remainder of the year, 1954 
will be the second best housing 
year since records have been kept. 
The figures for ’54 include 1,200 
public housing units. The 1950 
record of 1,396,000 public and 
private new permanent nonfarm 
dwelling units continues to be the 
one to beat. 


Handymen Need Attention 


Seaborn Collins, Jr., recently 
elected National Commander of 
the American Legion, operates, 
together with his brother, the 
Southwestern Lumber and Build- 
ers’ Supply Co., Inc., in Las Cruces, 
N. M. Collins; who is also engaged 
in the general contracting busi- 
ness, tells the National Lumber 
Manufacturers Association that he 
makes a special play for do-it- 
yourself business; and partly for 
this reason he concentrates on 
marketing top-quality materials. 


WASHINGTON 


In his opinion, sales to the home 
handyman trade will continue to 
expand and deserves some special 
attention. He says that some deal- 
ers have arranged special demon- 
strations of do-it-yourself mate- 
rials and techniques at American 
Legion posts; something he con- 
siders to be not only good business 
promotion but also an important 
type of community service. High- 
quality materials are important in 
dealing with home handyman 
trade; and for that matter, so Col- 
lins thinks, dealers ought to stick 
to this kind of merchandise for al] 
types of trade. The manufacturer's 
reputation helps make the retail 
sale; and dealers should be able 
to attest the quality of their mate- 
rials and also to give advice on 
which product is best for a par- 
ticular job. The legion commander 
expects the demand for new, per- 
manent residence units to hold at 
least at the present level for years 
to come; and he adds there’s a ter- 
rific need for new schools and for 
the remodeling of many old ones. 
Remodeling school buildings is a 
rather new market idea, but it 
sounds reasonable and promising. 


Trade-in Home Sales Up 


Reports come in that there are 
wide-spread and rapid gains in 
trade-in home sales. Two special 
reasons for this are: First, of 
course, is that a family needs 
either more or less room. For ex- 
ample, a recent news story re- 
ported that a family that already 
had 15 children was handed trip- 
lets by the stork. An event like 
that doesn’t happen often enough 
to call for specific planning; but 
families do expand and need more 
bedrooms. Or, conversely, children 
grow up and leave home, and the 
house is then too large. The second 
reason, of course, is that the fam- 
ily wants a modern house, with al] 
the newest gadgets. This may be 
done by a careful remodeling plan; 
but frequently, it’s managed by a 
trade-in sale. No organization, 
we're told, has any exact statistics 
about the trade-in program; but 
the opinion of those who have 
been observing it locally, through- 
out the country, is that it is ex- 
panding rapidly and bids fair to 
be an important factor in the hous- 
ing industry. A new market is 
developing for the home builder 
who is good at reconditioning and 
marketing used homes. 


R. Y. Kerr 
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Because SourHwest Lumber Mills’ 
manufacturing facilities are closer to you 
than most Ponderosa Pine mills, 
you get quicker service. And when your 
4 ow car arrives, you will notice the premium 
quality of SourHweEst Ponderosa Pine. 
d e | j ver y serv j ce You will like the care with which the car 
was loaded, and you will immediately 
j ncreases , recognize SOUTHWEST Ponderosa Pine as 
being top quality lumber. That’s because it’s 
"4 on d erosa p j ne kiln-dried and milled with precision in the 
Southwest’s largest lumber making facilities 
p rotits and standing behind it is the good name 
of SourHweEst Lumber Mills, your 
assurance of top quality lumber. 


Please have nearest SOUTHWEST representative give 
price list and information on your products to: 








Name 


Address 


City _Lone__ State___ 
By 


We Ship 6,000 Cars a Year 


SIDING SHEATHING ® SUB-FLOORING ROOF DECKING ° PANELING e INTERIOR FINISH 
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BRUSHES and ROLLERS 





Imagine how these colorful, modern brush displays 
will look on your counters—how they'll stop customers 
and attract sales! They’re yours absolutely free when 
you handle Pittsburgh Brushes! You merely buy any 
of these brushes that sell best in your area, and 
the displays come along as our contribution to help 
you sell! What's more, with Pittsburgh you know you're 
selling the best line of brushes available today. Every 


There’s a Pittsburgh Brush for every home and industria! use 
PITTSBURGH 


RAS BRUSHES 


BRUSHES * PAINTS * GLASS * CHEMICALS * PLASTICS * FIBER GLASS 
PITTSBURGH ‘PLATE GLASS COMPANY 
IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


SUILDING Propucts MERCHANDISER 


L 


3 THESE HARD-HITTING DISPLAYS 
@ WHEN YOU SELL PITTSBURGH! 


type and style: 100% hogs’ bristle; 100% texturized 
synthetic; or hogs’ bristle-synthetic mixtures. All made 
in one of the world’s most modern brushmaking plants, 
under strictest quality control, by experienced, expert 
brushmakers! Start selling Pittsburgh Brushes today! 


MAIL COUPON FOR COMPLETE DETAILS! 


PITTSBURGH PLATE GLASS COMPANY 

Brush Division, Dept. C-10 

3221 Frederick Ave., Baltimore 29, Md. 

Gentlemen: Please give me more information about Pittsburgh Brushes 
ond free brush displays! 


(To obtain more data on advertised products see page 110) 
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Ralph J. Meyers, president of R. J. Meyers Floorcraft Company of Columbus, * 


Ohio, says: “My men can install a sinktop of Consoweld 10 approximately 
25% faster than one of the 1/16 inch laminates. They don’t worry about it 
breaking so easily and there is less waiting time on the mastic we use 


This 1/10” plastic laminate is for 
fast, on-the-job use... two-thirds 
thicker than the usual 1/16” laminate 


Until now, installation of plastic surfacing has re- 
quired special tools, special techniques. But not with 
the new Consoweld 10! Here’s a plastic surfacing 
that offers you a way to save time, labor and money 
by on-the-job application—in short, a way to make 
more profit! 


Easy to handle, easy to fit—Consoweld 10 is ex- 
tra thick, extra rigid. As a result, it can be cut 
and fitted easily on the job. Your own men or 
your “top man’’ will find that a counter-top—com- 
plete with mouldings—can be finished at far less cost. 
To use Consoweld 10 on a wall in new construc- 
tion, just apply it directly over gypsum board or low- 
cost building board. In remodeling, any reasonably 
even surface will give you a top-flight job. ‘Your 
choice of convenient panel sizes: 30 and 48 inches 
wide, 96 and 120 inches long. 


No need for “perfect” supporting surface — Coarse 
wood grains, knotholes and cracks which would 
“telegraph”? through a thinner plastic surfacing 
do not show up in the finished Consoweld 10 job. Its 
extra thickness and rigidity “‘iron out’’ these irreg- 
ularities ... give you a finish that’s smooth to the 
touch and smooth to the eye. The saving on a lower- 


cost supporting surface goes into your profit column. 


(To obtain more data on advertised products see page 110) 


than with the contact bond adhesives necessary with thin laminates. 

“| firid one of my biggest advantages with Consoweld 10 is that we can 
do remodel jobs, where old linoleum has to be removed, and go right over 
the old board, whereas the thinner laminates require a new plywood top.” 


Save time. labor. 


new 


No bonding problem — With Consoweld 10 you can 

use an easy-to-handie rubber-base mastic ad- 

hesive—slower setting than contact adhesives. 
You can shift the Consoweld, if necessary, while fit- 
ting it into place. Finish edges with moulding and 
you're through—with a job you can be proud of. 


How to save money on your next plastic surfacing job 
Specify Consoweld 10. . . prove to yourself that you save 
time, labor and money. New, completely illustrated book- 
let gives you all the facts on how to handle counter-top 
or wall jobs quickly and easily. Use the coupon and get 
your free copy! 


CoOnRSOWELD 


plastic surfacing 


Good ft @ colorful Liycting 


Consoweld, Wisconsin Rapids, Wis. AL-104 
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Because of its extra thickness and rigidity, Consoweld 10 can be applied 
profit for the builder, because of the lower total cost of the job. Labor costs directly onto any reasonably smooth wall surface with beautiful, perma- 
are drastically reduced because each panel of Consoweld 10 goes up fast nent results. It’s easy to handle; equally good for new construction or for 
and covers a large area. remodeling and modernization. 


money with 


CONSOWELD 6 





Consoweld 6 (the usual .060’ thickness) has long 
been a favorite of many fabricators for shop appli- 


cation and for some types of on-the-job use, espe- DISTRIBUTORS 
cially where self-edging is desired. It is applied with N AND DEALER 
pressure- or contact-type adhesives. ew Cons $ 
The quality of Consoweld 6 and Consoweld 10 is advertj 
the same, the only difference being in thickness. te, cam aign— $ 
Consoweld 6 panel sizes: 30-, 36- and 48-inch widths; ACW profit 
72-, 96- and 120-inch lengths. Now is the time opportunities 
Both Consoweld 6 and Consoweld 10 are ex- and cash in on the, stoc Consow, ld 

é %, tremely durable high-pressure thermosetting dec- at ie bra “new eld 10 
=) FMA orative laminates, They meet or exceed the high faci n Pp Ication of pl market, 
\ ep: standards of the National Electrical Manufac- > gs many More j a Sur. 
Sane’ turers Association ... your assurance of highest "+ Bives it ohn, . 

ha quality. - Yo tuall 


rr 











Your inquiry on the Consoweld story is invited. 
Drop us a card or letter stating your interest. 


Wr. Distributor and Wr. Dealer: [ | 
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THIS 
FULL PAGE 
ADVERTISEMENT 


MINIATURE DELTA 
SHIPPING CARTON 

AND GIFT CERTIFICATE 
Featured in national ads. Customers use 
them to hang on tree, keep actual gift a 
surprise; you use them to make attractive 
window p mm Ne tie-ine. Your jobber has 


them for you 


NEWSPAPER AD MATS 


Run them pre-Christmas to identify your 
store with national ads your customers 
will see. Plan your schedule now—your 
jobber has mats for you. 


“CHRISTMAS OF 
A LIFETIME” WINDOW 


You achieve maximum tie-in to Delta’s ad- 
vertising when you carry out the “Christmas 
of a Lifetime’ theme in your window. Get 
display material shown here from your Delta 
Homecraft jobber, at cost. 





(hristnas of a LG 


is so easy to SELL 











“A-Tool-At-A-Time’”! 





Only rarely does a promotion come your way 
that “has everything.” But the DELTA Christ- 
mas Promotion does have everything —everything 


you need for sales, for profits, and for repeat 
business: 


A Market Thats READY ! nos 


a trend been more powerfully publicized by 
magazines, newspapers, radio and television 
than the “do-it-yourself” boom. Never have 
more people needed and been pre-sold on, 
“‘do-it-yourself”’ power tools! 


A Product Thats RIGHT! ,. .. 


DELTASHOP you have fhe only “a0-it-your- 
self’? combination power tool made up of 
full-size, full-quality tools, arranged in the 
natural order in which they’re used for 90% of all 


woodworking jobs! A proved product, endorsed 
by thousands of enthusiastic users, and bearing 
the best-known name in power tools! 


ASelling Plan That Cant Be Matched! 


Because the DELTASHOP is the only combina- 
tion tool made up of individual tools (not 
attachments) it is also the only combination 
tool that gives you the advantages of ‘“‘tool-at- 
a-time” selling. That means you can match 
your sale to your customers’ budget; you don’t 
lose those customers who simply can’t afford to 
buy an entire combination ra all at once! And it 
also means that once you have sold the basic 
tool of all woodworking —the circular saw—you 
have practically guaranteed later sales of the 
other four DeltaShop tools—plus big and con- 
tinuing accessory business! 
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DELTA’S Tool-At-A-Time” Christmas Promotion gives you all this PLUS 


BIG NATIONAL ADVERTISING / 


Look at the powerful ad on the opposite page— 
note all the big circulation books where your 
customers will see the DELTASHOP featured 
as the “Christmas of a lifetime—so easy to buy 
A-Tool-At-A-Time!”’ Channel this big Delta 


selling power into your store and your cash 
register with— 


BIG POINT-OF-SALE TIE-IN / 


Delta has provided your jobber with everything 
you need (see opposite page) to identify your 


DELTA QUALITY POWER TOOLS 
Another Product by Rockwell 


store with this powerful national advertis- 
ing. So—- 


ORDER FROM YOUR JOBBERS MAN NOW 


Be sure you have DeltaShops and other tools 
and accessories for pre-Christmas display and 
immediate delivery. Be sure you have your 
tie-in material in time to schedule your window 
and local ads to coincide with big national 
advertising. Order now, because now is the time 
to get set for the ‘‘Christmas of your lifetime!” 
Talk to your jobber, or send the coupon. 


Delta Power Tool Division 
Rockwell Manufacturing Company 
678K N. Lexington Ave., Pittsburgh 8, Pa. 


[_] Please send me name of my Delta Jobber 


(_] Please send me details on Delta Christmas Promotion 





DELTA QUALITY 
MAKES THE DIFFERENCE 
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AIM’ for FASTER deliveries with | 


Acme Steel Strapping Ideas 


Acme Idea Man, When you can unload six tons of prestacked lumber in five minutes, 
Hank Dekker, you're on the way to substantial savings in time and labor costs. 
Mansfield, Ohio, Customer relations improve, too, because orders are processed 
helped solve this and put at building sites more quickly. Idea # 401 shows this is 
materials handling happening every day at Home Materials Company, Mansfield, Ohio. 


»roblem . — , . 

. Here, Acme Steel Unit-Load Band permits complete bundling 
at the yard of stacked-for-use lumber. It arrives undamaged 
at specific construction areas on schedule and may 


ask your be easily inventoried on the job. 
* To find out how you can speed up deliveries of lumber and other 
Acme Idea Mian . ) peed up 


building materials—and save costs at te same time—ask your 

Acme Idea Man to make a demonstration at your yard. Or, write 
to hel p solve your Acme Steel Products Division, Dept. YA-104, Acme Steel Company, 
problems 2840 Archer Avenue, Chicago 8, Illinois. 








Al M For Safe, Lower-Cost Shipping 
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EW.. double-profit program @= 
Better Homes & Gardens 


| PROFIT #1 35% on pattern plans 
PROFIT #2 on lumber, paint, This is the 8” x 11" 


ra supplies Handy Plan package-envelope. 








7 
Now you can sell your home handyman market Better Homes N ‘a Here is your 


& Gardens FULL-SIZE PATTERN PLANS. e 
Better Homes & Gardens HANDY PLANS enable anyone to We Ga Basic Assortment 
build handsome and practical furniture, accessories, toys... and ; | A 
build them well! . i You buy these. . . assortment of 105 
National advertising will promote these new HANDY PLANS es | 7, pettern plans from 35 outstanding de- 
starting in JANUARY. Also feature erticles in Better Homes , t / signs, retailing at 50¢ and $1, 2 copies 
& Gardens will introduce the HANDY PLAN SERVICE. Over \ Ap ‘“‘“Handyman’s Book,” 5 copies ‘““Handy- 
4 million of the finest families will be reached .. . including » #. man Ideas.’’ 
those in the area you serve. 


a $4 
With this single assortment you can get into the HANDY PLAN ‘ve. ; Cost to you 3 AE ila 9.33 
business. This new service will be promoted and advertised year : f ® 3 90 
‘round —it will grow with the ever-expanding Do-It-Yourself \ r Retail at ce 975.90 
market. Plan now to be among the first to cash in on this double- iy er 4 OU $ 
profit program. Check with your Handy Plans hardware whole- ‘i } Y MAKE ast Naa 26.57 


saler or send in the coupon for complete details. 














/,, YOUR CHOICE OF COUNTER RACK 


Selling these books helps build business! \f'sm Lif, @ FLooR RACK 
Two perfect partners for Handy Plans... he 


Complete guide for the 
home handyman, beginner 
or experienced. 


Full of ideas and up-to-the- , 
minute how-to information. 


BETTTER HOMES & GARDENS pe M AIL TOD AY 


* y p 
Des Moines, 
lowa 
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Better Homes & Gardens Handy Plan Service AL-10 
Des Moines 3, lowa 


Send me complete information about HANDY PLANS and name 
of wholesaler serving my area. 
Name 


Street 


City.. .Zone 






















j 


Can SWELL (We 





The beautiful, matched grain pat- 
terns of Curtis New Londoner doors 
distinguish them from ordinary 
flush doors. New Londoner doors 
are actually “pictures in wood" 
—available in many styles. 


EW LONDONER 


FLUSH DOORS 
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Why doors that stay FLAT 








~—. 


your PROFITS! 


Ir you've ever had to face an angry contractor or a home 
owner complaining about sagging, warped flush doors, 
you'll know why so many dealers prefer to handle Curtis 
New Londoner! These better, hollow-core flush doors 
STAY flat—throughout a lifetime of service. 


And that’s no accident. The all-wood, precision-made 
hollow-core of Curtis New Londoner is locked-in. Then 
the entire door is completely sealed against moisture. 
And remember, this construction is exclusive— patented 
—available only in New Londoner doors. 


First in beauty, Curtis New Londoner doors are also 
first in service to the home owner. That's why these doors 
keep on producing profits for Curtis dealers . . . and that’s 
why more and more dealers are taking on the line. Write 
us today. 


CURTIS COMPANIES SERVICE BUREAU 
Clinton, lowa 


A Department of Curtis Companies Incorporated 


Clinton, lowa © Wausau, Wis. © Chicago, lil. © Sioux City, lowa 
Lincoln, Nebr. © Topeka, Kan. ¢ Minneapolis, Minn. ¢ New Londen, Wis. 
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NEW SUPER DELUXE MATICO PLASTIC WALL TILE 


Sells ou Sight! 


Paik about eye-appeal! Watch your customers go for sparkling MATICO 
Plastic Wall Tile—the tile with the durable, gloss-glow finish! And no wonder! 
MATICO’s 15, clear, bright colors, the distinctive deep-bevel jewel edges set a 
new standard for beauty in the Plastic Wall Tile industry. 


MATICO Plastic Wall Tile is tops in quality, too, Made from pure virgin poly- 
styrene, it conforms to Department of Commerce standard 168-50... has a 
double-water seal that keeps water out always... adheres permanently... and 
is especially designed to prevent adhesive from oozing out at the joints. 


Get full details about handling easy-to-sell MATICO Super DeLuxe Plastic 
Wall Tile today! Most colors also available in MATICO DeLuxe Plastic Wall 
Pile in economical standard gauge 


MASTIC TILE CORPORATION OF AMERICA 


Joliet, Il. e Long Beach, Calif. . Newburgh, N. Y. 
Manufacturers of: Aristoflex Confetti . Parquetry Asphalt Tile . Cork Tile Plastic all Tile 
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Buyers’ Preference for Appalachian Hardwoods 


is based on their excellent natural qualities—soft texture, easy workability, and beautiful graining. 





Each of the leading firms listed here is prepared to supply you with the finest quality, precision 
manufactured Appalachian Hardwoods. Consult them on your next hardwood requirements. 


*Cherry River Boom & Lbr. Co., Richwood, W. Va. *Wood-Mosaic Co., Inc........... Louisville, Ky. 
Appalachian Hardwoods, Flooring, Planing Mill Products, “Parkay” Ready-Finished Hardwood Flooring, Lumber, 
Glued Dimension. Veneers, Dimension 

*McCracken & McCall, Inc....... Lexington, Ky. 
Appalachian Hardwoods POPLAR BEVEL SIDING 
The M. B. Farrin Lbr. Co....... Cincinnati, Ohio SS SEW GSS Diaaiay SUN ot Peat Wick, Sy. 
Kiln Dri - Air Dried A lachian Hardwoods 
Oak and Maple Flooring 
*3. P. Hamer tbr. Ce........... Kenova, W. Va. 


Manufacturers 
Appalachian Hardwood Lumber 


*Bemis Hardwood Lbr. Co... . Robbinsville, N. C. 
Hemlock. Hardwoods, Fleoring, Dimension *Mowbray & Robinson Lbr. Co., Cincinnati, Ohio 


Mills at Combs, Ky. and West Irvine, Ky. 
Complete Line of Kentine an Hardwoods. "Maple 
and Oak Flooring 


*M. E. Crisp Lbr. Co..........-- Welch, W. Va. *The Movver Lbr. Co........ Charleston, W. Va. 
West Virginia Hard d Glued-up Dimensi 
Mette th, Rae RAR, AERceMeR nar” aad" ster Devnin'tnd" nay Wl elon dies Gon Hanon Duty 
ardwoods. All ein &. Colcord and Pettus, W. Va. 


Always Specity 
Appalachian Hardwoods 


* Member Appalachian Hardwood Manufacturers, Inc. 
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NOW THERE ARE 


--- 5 WELDWOOD WIZARDS - each a fast-selling, 


multi-use, constant repeater! Recommend them all with confidence! 


Weldwood 
CONTACT 
CEMENT 


Revolutionary new-type 
adhesive glues without 
clamps—bonds instantly 
and permanently on 
contact. 3 big markets: 
(1) 1001 uses in home, 
shop, garage because it 
bonds most anything to 
anything; (2) For apply- 
ing Micarta, Formica 
and other laminates; 
(3) For applying ply- 
wood panels to walls— 
without nails! Bottles 
with brush, 25¢. Also in 
35¢ tubes, 60¢ bottles, 
pints, quarts and one 
and 5 gallon sizes. 


NEW! 
Weldwood 


PRESTO-SET’ 


GLUE 


The first white liquid 
glue worthy of the 
Weldwood name. 
Ready to use—sets irr 
minutes—bonds like 
magic! Recommend it 
for desk, kitchen, hob- 
by bench, school work. 
Its fast-setting action 
cuts costs. In handy 
25¢ and 45¢ tubes, pint, 
quart and gallon jars; 
also squeezer bottles. 


Weldwood 
Plastic Resin 
GLUE 


America’s largest sell- 
ing wood glue. Highly 
water-resistant! Makes 
a joint stronger than 
the wood itself. Easy 
and economical to use 
.. activate the powder 
with ordinary water— 
mix only as much as 
needed. Rot proof, 
stain free. 15¢, 35¢, 65¢, 
95¢; also 5, 10, 25 Ibs. 


FIRZITE 


2 types, White or Clear. 
Recommend WHITE 
FIRZITE for “woodsy” 
blondor pickled finishes 
on any wood: hard or 
soft, solid or ply. Tint 
with colors-in-oil for 
pastel effects. For soft 
wood or fir plywood 

aint jobs, WHITE 
‘IRZITE is a “must” 
undercoater to help 
prevent grain raise and 
checking. Recommend 
Clear Firzite to. tame 
unsightly wild grain, 
for all soft wood or fir 
plywood stain jobs, In 
pints, quarts, gallons, 
5 gallons. 


MOST HEAVILY ADVERTISED LINE OF ITS KIND— 
BIG DEMAND FOR EVERY SIZE—FROM SMALLEST TO LARGEST 


FREE! att THE/SALES HELPS YOU-NEED! 


4 HOW 


SATINLAC 


Cash in on the trend 
to natural finishes on 
furniture, paneling, 
woodwork. Recom- 
mend SATINLAC to 
bring out and preserve 
the full wood beauty. 
Gives that expensive 
hand-rubbed jook. No 
trouble with bubbles— 
no darkening or yellow- 
ing—never looks “built 
up.” Dries out of dust 
in 20 minutes—ready 
for the next coat in 3 
to 4 hours. Pints, quarts, 
gallons, 5 gallons. 


* Trade Mark 


LEAFLETS © COUNTER DISPLAYS 


TOr D 


" DISPLAY CONTAINERS 


iT FOUDERS 


REMEMBER: Every Weldwood ad that runs is your ad! Cash in on 


your advertising by using mass displays of Weldwood products . . 


counters and in windows. The Weldwood name sells them on sight! 


CHECK STOCKS NOW! 


UNITED STATES PLYWOOD CORPORATION, New York 36, N. Y. 
~ MENGEL PLYWOODS, 


BUILDID 


G Propucts MERCHA 


and VU. S. 


ORDER NOW! 


INC., 


. up front on 


ORDER ENOUGH! 


Louisville 1, 


Branches in Principal Cities — Distributing Units in Chief Trading Areas 


NDISER 


Ky. 
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&, Where else can 
és 


WED nv\ more appealing to 


ee 


Frasier to Mea ire Cut netal 


CTOPS HEAT ALL 3 WAYS! 














Stock Kimsul— 
promote Kimsul— 
it's America’s No.1 
do-it-yourself"’ 


insulation | 


Be COOLER in AY Ts 


A PRODUCT OF 


SS 
G- 
| b 4 U LATIO ia IC) Kimberly-Clark Corporation * Neenah, Wisconsin S (4 
a 


-® 
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you find an insulation that’s 
the big “DO-IT-YOURSELF” market @ 


Only KIMSUL Insulation 


has so many exclusive 
do-it-yourself” features ! 


Kimsul Reflective is the ideal insulation—the one insulation that’s tailor- 
made to meet the needs of the booming “do-it-yourself” market. Kimsul is 
compressed to \ its normal size for easier handling and storage. A customer 
can carry enough rolls home in his car to insulate a whole attic — and install 
it over a single weekend. No special skill or equipment is needed. No irri- 
tating dust or slivers. Simple instruction sheets included in each roll tell 
how to expand the many layer blanket, cut to desired length and staple it 
snugly into place in a jiffy. But here’s the payoff —another big reason why 
your customers will buy this great “do-it-yourself” insulation: With Kimsul 
Reflective it costs less than $70 to give complete attic coverage to the 
average 5-room home! 


Only KIMSUL Insulation 


has such powerful advertising 
and merchandising support! 


Kimsul is selling your market —the “‘do- 
it-yourself” market — with a concentrated 
schedule of full-color ads in The Saturday 
Evening Pest, and Living for Young 
Homemakers; ads in American Home, 
Successful Farming, Home Maintenance 
and Improvement and Home Modernizing. 
W hat’s more, Kimsul gives you everything 
you need to tie in with this great advertis- 
ing program: point-of-purchase promo- 
tional helps, literature and display material 
(including “‘traffic stopper” display at left). 
Ask your distributor about them, today! 
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Lowe Brothers NN J543 ¢S5V0G PAINT 


ew i : More dealers every day are piling up extra profits 
ais stay Tee ~ with new Shingle n’ Shake Paint! They'll tell you 
it's the “hottest” exterior finish to come along in 
years. Why? Because it answers today’s great de- 
mand for a “breather” type finish that is perfect for 
all rough exteriors—shingles, shakes, rough-sawed 
siding, brick, cement, stucco and asbestos shingles! 
Velvety smooth—easy to apply—Shingle n’ Shake 
comes only in modern, consumer-approved colors 
that move off your shelf! 
There is an enormous ready-and-waiting market 
for Shingle n’ Shake Paint. Tap this market in your 





trading area and give your exterior paint business 
the biggest boost it’s ever had! Stock and display 
Shingle n’ Shake Paint now. Ride this winner—the 
first product of its kind to be nationally distributed! 
Get the full story. Write today! 





‘Piles on’'—hides so well one coat 
covers! Long wearing—alkyd reinforced! 








THE LOWE BROTHERS COMPANY ¢ DAYTON, OHIO 


For ALL rough exterior surfaces 


| Lowe Brothers 


PAINTS - VARNISHES 
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Fenestra customers. The old customers 
We offer OU who have learned they can count on the 
y many years of experience and high quali- 
ty workmanship that go into Fenestra* 
* products. The new customers who are en- 
the fi nes? custome ‘Ss thusiastic about the great new Windows 
and Doors developed by Fenestra. These 
“ . are good customers, They are doing more 
in the busi n ess | and more of the bulk of building. They 
Ld can be your customers. 
Write to Detroit Steel Products Com- 
pany, Dept. AL-10, 2246 East Grand Blvd., 
Detroit 11, Michigan. ee 


MERCHANDISER (To obtain 
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PLAN AHEAD... 
BE AHEAD with 


ud LUIS 


and 


VMN SS 


All-Purpose 
WINDOW MATERIALS 
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THE LINE THAT KEEPS GROWING 


TO MEET Growing Demand / 


Top-quality products, consumer advertising and FREE 
dealer sales aids keep adding thousands of new customers 
for R-V-LITE and VIMLITE. New items... new types 
. . . new, more convenient sizes—constantly creating wider 
appeal and bigger demand! 

ORDER NOW for the big selling season ahead! 


; . - IE 9. 
Available through leading wholesalers in the U. S. and Canada 2 i oe 
Exclusive Manufacturers of R-V-LITE and VIMLITE : oo 


ARVEY@CORPORATION [pa cigees ie 


Since 1905 @ 3462 North Kimball Avenue ¢ Chicago 18, Illinois 
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EDITORIAL: 


Never Underestimate the Power of the Women 





Women always (or nearly always) get 
what they want, and right now they want 
more and better service from the lumber 
dealer! 

Three things are currently multiplying 
the pressure on dealers to organize to 
serve women shoppers: (1) the importance 
of woman as the primary inspiration for 
new home and home improvement projects 
(2) the deep interest of women in the do- 
it-yourself market and (3) the tendency of 
women to pyramid their purchases in 
lumber stores when they are exposed to 
“impulse” merchandise. 

With these facts in mind, American 
Lumberman arranged a workshop discus- 
sion by leading dealers to consider the best 
type of retail organization to serve women 
customers. 

Here are the comprehensive answers 
developed by the retailers themselves: 


Help Women Buy 


Show her that the building products 
store is as essential to her happiness 
as a department store. 


Familiarize her with the home improve- 
ment packages and merchandise we 
offer that is of special interest to her. 


Make her enjoy visiting and shopping 
at the lumber store. 


Have employes competent to serve wom- 
en adequately. 


Gain her complete confidence in our 
store as a source for all the things 
she needs for the home. 


Store Planning Will Help 


Organize the store so it will be an at- 
tractive place for her to shop. 


Bring in a good housekeeper. Get sug- 
gestions. 


Offer easy parking. 
Train employes to be extra courteous to 


women shoppers — arrange special] 
training, if necessary. 


Set up attractive displays which will 
have special interest for the woman 
shopper. 


Have clean rest rooms. 
Display sales literature, colorful book- 


lets, plans, etc., that women would 
like to look over. 


Train employes in color harmony — it 
will improve their ability t+ sell paint. 

Stock wallpaper and allied products. 

Have little mementos for the ladies. 

Set up a model kitchen. 

Provide chairs and tables. 


Merchandise some products with self 
service and self-selection. 


Work plants and flowers into your store 
interior. 


Provide uniforms for employes. 


BUILDING PRropucTs MERCHANDISER 


How to Attract Women Customers 


Advertise items of special interest to 
women. Avoid technical language in 
the ads. 

Advertise on the pages in newspapers 
which are read by women. 

Stage special store events for ladies— 
kitchen stools, paints, etc. 

Use direct mail addressed to her and 
written to appeal to her. 

Arrange salesmen’s calls on women in 
their home to interest them in im- 
proving their property. 

Buy impulse merchandise that women 
demand. 

Advertise free gift items for women 
coming into the yard. 


How to Serve Women Customers 


Make her feel at home. 

Let her take her time in shopping. 

Move paint, wallpaper and decoration 
department in front part of the store. 

Have package home improvement dis- 
plays that show the end-uses of build- 
ing products. 

Emphasize bargains that appeal tu 
women through advertising, but tie-in 
with store displays and sales training. 

Interest the manager’s wife in helping 
out when women customer traffic is at 
its peak. 

Try to find out if she owns her own 
home. If not, give her plan books and 
briefing on your home planning service. 

If she does own home—offer a free prop- 
erty survey (be sure to get the correct 
name and address.) 

Give women home improvement litera- 
ture and make suggestions. 

If children accompany the woman, show 
an interest in them. 

Find out quickly why she isin the store 
and close the sale. 

Explain your convenient financing 
terms. 

Explore related sales opportunities and 
try to avoid service headaches by 
clearly explaining every product. 

When workmen finish a job, make certain 
they clean up any mess they have 
made, 

Add her name to your mailing list. 

After sale is made, carry merchandise 
out to car—help her in—thank her— 
invite her back. 

If it is necessary for her to go into yard, 
always accompany her, don’t send her 
alone. 





JOHN MOELING points out strap 
which interlocks bundles for added 
load stability to Burton Williams, AAR 
loading rules supervisor 


Experimental car shipped 
to Chicago dealer proves 
practicality of stakeless car 
for lumber, which is carefully 
strapped and plastic-wrapped 
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PLASTIC-PROTECTED Shipment Makes History 


A long step forward in develop- 
ing an efficient, economical method 
of shipping unit loads of lumber 
was demonstrated in Chicago last 
month when Sterling Lumber Co. 
received a flatcar load of plastic- 


protected, unit-packaged lumber 
from its Good Water, Ala., mill. 

This is claimed to be the first 
shipment in which no long, side 
stakes were used; three-foot stub 
stakes were provided as a safety 
measure. The 24-package load con- 
sisted of 42,000 board feet of 10- 
foot lengths industrial grade 2x4s 
and 1x6s strapped to the car. To 
give reasonable protection from 
the weather, sheets of polyethelene 
plastic were used to cover the top 
of each bundle when it was pack- 
aged at the mill. (This same plas- 
tic material is used as a membrane 
in concrete slab-on-ground con- 
struction.) 

“This is the best load of 
strapped lumber we've ever re- 
ceived,” said John Moeling, presi- 
dent of Sterling Lumber Co. “For 


ping experimental packaged loads 
in box cars from our Alabama 
mills with mixed results. Some 
loads have resulted in savings in 
handling costs, but though the 
loads arrived in satisfactory con- 
dition, they were unsuitable for 
efficient fork-lift handling.” 

“Our goal,” Moeling said, “is to 
be able to ship packaged lumber 
from the mill so it will arrive at 
the retail yard in the same shape 
as when it was packaged.” 

Less Strap Required 

“To achieve a high margin of 
safety, we deliberately over- 
strapped this test load,” Moeling 
explained. “Since this was a test, 
we felt it would be better to be 
on the safe side even if it did add 
a little to the cost. But we learned 
a lot from this test car. 

“I estimate it cost about $100 to 
load this car, but with what we’ve 
now learned we can cut this about 
40% by using less strapping and 
possibly a narrower strap. 

“On our next test load we will 


a 10-foot package of lumber strad- 
dling the car. Constructing the 
bulkhead on this first load cost be- 
tween $40 and $50 for lumber and 
labor. By using the space we’ve 
wasted with the shoring, and modi- 
fying our strapping estimates, 
we'll bring loading costs down 
without affecting the safety fac- 
tors.” 

Steel strapping engineers, Asso- 
ciation of American Railroads offi- 
cials and materials handling ex- 
perts examined the car in Chicago 
agree with Moeling. 

High Stakes Unnecessary 

“We provided three-foot stub 
stakes on this car,” Moeling said, 
“not because they were necessary, 
but as a safety precaution.” These 
stakes were easily removed by 
hand. 

To check for any load shift in 
transit, reference marks were 
chalked on the car floor after it 
was loaded. Inspection upon ar- 
rival in Chicago showed there was 
no shift and the load was as neatly 


the past five years we’ve been ship- replace the middle bulkhead with stacked as when it left Alabama. 


36 October 18, 1954, AMERICAN LUMBERMAN & 








TWO WRAPPING METHODS tested 
are shown in top view of car. Lower 
right, plastic is under the top layer of 
the bundle to give reasonable protec- 
tion and prevent rundown. Other test 
bundles are entirely covered with plas- 
tic membrane. Both methods proved 
successful 


The ultimate goal of this test is 
to develop a system to get solid, 
safe loads of packaged lumber 
without the use of costly long 
stakes for flatcars. Some shippers 
estimate that stakes for such a 
load cost about $50. 


More Tests Needed 

“There’s still plenty to be done 
to improve lumber transporta- 
tion,” adds Moeling, who has been 
in the lumber business for 36 
years. 

“This test is only the first step 
and eventually we hope to get 
approval of the Association of 
American Railroads and new spec- 
ifications for this method of 
loading. With the best minds in 
the materials handling and lumber 
industries working together, we 
should be able to develop a system 
for getting a packaged load from 
the mill to the retail yard at mini- 
mum costs. Already there’s been 
revisions in our load planning, as 
high-speed diesels give us faster 
freight schedules. 


Future Optimistic 

“With the public demanding a 
better product every year, we’ve 
got to start thinking about im- 
provements now,” Moeling said. 
“With unit loads packaged at the 
mill we can develop sheds for 
parallel piling with roadways 
around the perimeter of the ware- 
house. This will mean new rack 
and shed designs and a host of 
other changes in our concepts of 
building materials handling. But 
our first problem is to get the lum- 
ber to the yard as efficiently as 
possible. 

“From this first load we've al- 
ready learned that any firm plan- 
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STEEL STRAPS held load of packaged units firm during time car was in transit. 
Stub stakes weren’t in contact with load, but served as an*added safety measure. 


eo. 


PACKAGED UNITS were unloaded from car in 45 minutes. This time could have 
been cut if both sides of the car were accessible to the fork-lift truck. 





ning on using flat cars for shipping 
unit loads will have to plan on 
unloading from either side of the 
car. We could have shaved some 
time from the 45 minutes it took to 
unload this car if we had facilities 
to unload the bundles from either 
side,” Moeling added. 


Unit or Carload Wrapping? 

One of the problems to be solved 
is whether to use a big film to 
wrap the entire carload, or to wrap 
each individual bundle at the mill. 
Whatever method is used, there is 
need for more planning at the 
mill on packaging and shipping 
methods. 

“With this test load, we de- 
cided there was no need for side 
protection, so we only covered the 
top of each individual bundle to 
prevent rundown,” Moeling said. 


“This load left Good Water, Ala., 
Wednesday night and arrived in 
Chicago on Monday morning after 
a 14-day layover in Birmingham. 
The lumber was in_ excellent 
shape.” 

Wholesale lumber dealers who 
inspected the car in the Sterling 
yard commented on the cleanliness 
of the plastic-coated lumber. One 
dealer said the lumber was as 
clean as when it left the planer. 

“With industrial grade boards, 
framing and joists, I don’t think it 
would be a good idea to keep these 
partly-dried dimensions covered,” 
Moeling commented. “But in the 
foreseeable future, I can see no 
reason why even the better grades 
can’t be packaged and wrapped at 
the mill and shipped on open 


« °C ’ 
cars. 
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You get bigger profits... 


the completely pre-fabricated, 


RUSCO PRIME WINDOWS ARE COMPLETE, 
FINISH-PAINTED, READY-TO-INSTALL UNITS 


— s 
ate 


re 


@ Eliminate on-the-job glazing, painting, 
re-fitting, later adjusting 


@ Make big savings in installation time 
and cost 


@ Fully weatherstripped with built-in felt- 
weatherstripping 


@ No sash cords, weights or balances. Hard- 
ware attached 


@ Available with insulating sash and Fiber- 
glas screen as integral part of unit. Insulat- 
ing sash gives Rusco’s exclusive Magic- 
Panel® year ‘round, rainproof, draft-free 
ventilation 


@ Glass panels move smoothly, quietly, 
effortlessly in felt-lined slides 


@ Sliding glass panels removable from inside 
for easy cleaning 


@ Positive automatic springbolt locking in 
closed and ventilating positions 


@ Available in wide range of types and sizes 


@ Your choice of Armco hot-dipped galva- 
nized steel, finish-painted with baked-on 
enamel, or aluminum. 


| oD +a 


2-PANEL VERTICAL SLIDE 


RUSCO Self-Storing COMBINATION WINDOWS 
Eliminate Unsighitly, Old-Fashioned Screens and Storm Sash 


@ The world’s most popularcom- _ cooler in summer 
bination windows ... over @ Fully weatherstripped with 
11,000,000 installations waterproofed felt weather- 
@ Nothing to change—nothing _ stripping 
to store @ Range of models for double- 
@ Give year ‘round weather- hung and casement windows 
tight protection to meet competitive pricing 
@ Save up to “% in fuel—keep @ Available in any desired color 
homes warmer in winter, to harmonize with home. 
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more exclusive features with 


ready-to-instal! RUSCO Line: 


DOORS THAT OPERATE LIKE WINDOWS 


© 
: RUSCO 3-IN-1 WINDO-DOOR 


Prime door...screen door...ventilating window 
all in one unit! 


Ideal for kitchen, side door, terrace or porch because it 
serves as a window as well as a door. Glass panels slide 
up and down to permit desired ventilation while door 
remains closed or locked. Fiberglas full screen panel will 
not rust, rot, corrode or stain—never needs painting. Rusco 
LIGHT AND —s-YENTILATES ~—-VENTILATES Windo-Door insert:in enamelled galvanized steel or alumi- 
VIEW WITH FROM FROM 


Pape agni not oa sarees num can be installed in standard 1%” or 154” wood doors. 
PROTECTION 








RU SCO Picture-Windo COMBINATION 
SCREEN AND STORM DOOR 


Gives Year ‘Round Weather Protection With 
Controlled Ventilation 


Nothing to change, nothing to store. Lower glass panel 
raises to permit any desired degree of ventilation. This 
handsome door is in a class by itself—a screen door, storm 
door and beautiful picture window all in one! Galvanized 
steel finished with baked-on enamel in wide choice of colors, 


4 


Rusco offers a wide range of models in 
All-Metal Venetian Awnings and Door 
Canopies—priced to meet every need. 
Rusco’s All-Metal Terrace Canopies 
make a sturdy, permanent year ‘round 
installation giving protection against 
every type of weather. Metal awnings 
are available in Venetian type adjust- 
able from inside, and in fixed-louver 
ventilating type. Wide range of colors. 
These awnings and canopies give a 
finished, luxury look to a home far 


METAL VENETIAN DOOR CANOPY & AWNING ~~ bevond their cost. 


RUSCO GLASS-LOUVERED | SEND FOR LITERATURE AND DETAILS ON RUSCO’S 
JALOUSIE WINDOWS & DOORS : | EXCLUSIVE DEALER FRANCHISE, 


| THE F. C. RUSSELL CO., Dept, 6-AL194, 
These wonderfully versatile Jalousies can be used in so | Cleveland 1, Ohio+ In Canada: Toronto 13, Ontario 


: Gentle : Please send me literature checked below and 
many different ways to convert a porch or breezeway into | Dentin ten teen dean Gnas. 


C) Rusco Prime Windows 
(_) Rusco Combination Doors 


| 

| 

| 

| 

year ‘round living space—or to transform your old work 
() Rusco Awnings and Canopies : 
| 

| 

| 

| 

| 

| 


center into a glamourous new “dream kitchen”! 
The handsome sweeping vertical lines of these glass- F] Rusco Combination Windows 


: C) Rusco Windo-Doors 
no other door or window treatment seems to match! They - [) Rusco Glass Jalousies 


offer “inside living” advantages and year ‘round weather 
protection without taking away the full view, visibility, 
ventilation and airiness of an open porch! They’re com- 
pletely adjustable, from the inside, to suit your needs 
of the moment. 


louvered jalousies have a look—even a feeling—of elegance 
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THREE MONTHS’ SPARE TIME, and the exterior of Leo J. O’Brien’s two-room addition at Crystal Lake, Ill., nears com- 


pletion 


O’Brien has done all the work himself and will complete the interior during the fall and winter. (Inset) Wal- 


ter Hunt of the Rosenthal Lumber & Fuel Co., offers helpful advice to O’Brien during the early stages of construction. 


You Can Sell More Add-a-Room Business 


Most families need more living space; these dealers 
tell how to sell the services and materials these people need. 


At a time when some dealers are 
worrying about a possible decline in 
new home construction, the poten- 
tial $7 billion remodeling and repair 
market offers a good way for pro- 
gressive dealers to maintain sales 
at a high level. And, most impor- 
tant, the average homeowner has 


more money to spend than ever 
before. 


A large percentage of home- 


owners planning home expansions 
will do the work themselves be- 
cause they can’t afford to pay 
union labor rates. The impact of 
the do-it-yourself market takes on 
greater significance for the build- 
ing materials dealer now that 
homeowners are getting more con- 
fident in their ability and manu- 
facturers are deveioping products 
for this specific market. 

By showing the homeowner that 





with informal sales meetings. 
of pieces of materials. 
customers. 


or part of the job, themselves. 


tive remodeling jobs. 


ing jobs with customers. 


future follow-up. 





Ten-Point Program to Increase Add-a-Room Sales 


—Train salespeople to do a better job of selling add-a-room packages 
—Sell remodeling in advertising and displays as a package job instead 
—Offer planning services, free estimates and advice to add-a-room 
—Encourage and advise do-it-yourself homeowners who want to do all, 


—Feature budget prices; help customers secure financitig. 
—Establish remodeling clinics as part of home planning centers. 
—Cooperate with local contractors by furnishing them leads for prospec- 


—Have conference rooms available so contractors can discuss remodel- 
—Sell the idea of home improvements with before-and-after photos, 


scrap books of completed projects and building materials displays. 
—Keep a file of prospective remodeling and home addition jobs for 








adding a room is less of a chore 
and expense than he may think and 
helping him over the rough spots, 
dealers are cashing in on the add- 
a-room market. 


Offer Personal Advice 


“You must have patience to cash 
in on this market,” says Phil 
Walsh, manager, Continental Lum- 
ber Co., Des Plaines, Ill. “In this 
business you can’t afford NOT to 
talk to customers. A fellow might 
come in and ask the price of a 
2x4. Ask him a few questions and 
you learn he’s planning to build 
an addition to his home. From ex- 
perience, I’ve learned to always 
ask the homeowner what he wants 
the lumber for.” 

Besides taking an interest in 
selling the customer the material 
best suited to his needs, Walsh 
cooperates with customers build- 
ing their own additions to their 
homes. If the customer gets into 
difficulty, Walsh acts as a trouble- 
shoot2r and visits his home to offer 
timely advice. In some cases, he 
lays out a sample rafter for the 
amateur builder to follow. 

Sometimes you have to lead them 
for awhile,” Walsh adds, “but in 
the long run, if you want to sell 
lumber you have to show your cus- 
tomers how to use it.” 

When selling to the do-it-your- 
self remodeling and room-addition 
market, the dealer must know all 
the answers. Most homeowners 
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know what results they want, but 
don’t know how to achieve them. 
So a little advice goes a long way 
toward keeping the homeowner 
busy improving his home and ring- 
ing up profitable sales for the 
dealer. 


Good Planning Needed 

An examination of progressive 
dealers’ methods of handling the 
growing add-a-room market shows 
there are several important prin- 
ciples to consider. 

In most cases, adding a room 
entails all the problems of new 
construction, including excavation 
for footings and foundation. The 
job must be well-planned and blue- 
prints are usually necessary to 
obtain a building permit. 

The plans are oftentimes a good 
sales clincher which bridges the 
gap between thinking and actual 
building. The dealer who can offer 
the services of a draftsman is in a 
good position to capture home im- 
provement jobs. 

The McMurray (Penna.) Supply 
Co. assists potential add-a-room 
customers by helping them get 
their ideas down on paper and, 
eventually suggesting a contractor 
or offering advice if the prospect 
wants to do his own work. 


Home Shows Help Sales 


Home shows are a good place to 
plant home expansion and remodel- 
ing ideas. Here the homeowner 
can browse and be exposed to 
ideas and product uses and begin 
to think about his own home. By 
registering visitors at your booth, 
you can compile a list of prospec- 
tive customers for future promo- 
tion. 

Last May, at the Rosenthal Lum- 
ber & Fuel Co. Home Show at 
Crystal Lake, Ill., among the visi- 
tors was Leo J. O’Brien, his wife 
and two children. (See “The 
O’Brien Family Visits Rosenthals,” 
American Lumberman, June 14, 
1954.) 

The O’Briens moved into their 
ranch-type home at Crystal Lake 
in 1950. Since then it has become 
too small for their growing family. 
A chemical engineer by profession, 
O’Brien has made his home his 
hobby and is now completing a 
two-room addition. 

By attending woodworking 
classes at the Crystal Lake High 
School evenings, asking questions 
at the Rosenthal yard and with the 
experience gained from smaller do- 
it-yourself projects, O’Brien was 
capable of tackling the addition. 

“O’Brien isn’t an isolated ex- 
ample,” says Walter Hunt, mem- 
ber of the Rosenthal firm. “There 
are plenty of growing families 
needing more space all over the 
country. It’s a tremendous market 
and all it needs is some promotion. 

“Once the prospects are inter- 
ested in building an addition,” 
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INSULATION IS NEEDED for almost every room addition sale, and 
it’s easily applied by the do-it-yourself customer. 


Let Your Home Expand Along 
with the Family’s Needs 


ADD A ROOM! 


ADD-A-ROOM PROMOTION shown in this section of a newspaper ad recently by 
Lieber Lumber Co., Appleton, Wis., features extra living space at a very low down 


payment. 


Illustrations are from American Lumberman’s ADservice. 


4] 








ADDED DINING ROOM was a package sale by the Foster Lumber Co., 
Valparaiso, Ind., which gave the Walter Sievers family more living 


space. 


Hunt adds, “the selling job isn’t 
difficult. We help them over the 
rough spots in financing and plan- 
ning, then turn them loose, and 
it’s surprising what people can 
do.” 
Financing Closes Sales 

The Adair Lumber Co. line yard 
at Maryville, Mo., which has a 
large volume of farm trade has had 
excellent sales results the past two 


years by concentrating its package 
selling add-a-room campaign into 
a 12-week period each fall. 

“We had been piddling around 
for some time with time-payment 
stuff, but it wasn’t working out 
too well,” says yard manager Fred 
Wilbur. “Now we concentrate on 
three months of package selling 
with bank credit and it’s paid 
off. The credit organization only 


EB they Bay 


Hall-Wessel 


SHELF - HARDWARE SPECIALTIES 


PACKAGED TO SELL. 


qr: is a mighty factor in stimu- 
lating sales . . . and a. It's a 
reason why you get H-W specialties 


more 

packaged than a 
comparable line 
It's a reason why 


it you to 
feature HW 


merchandise. 
More, this 


dise... 
well made and finished, rust- 
resistant and priced to meet 
competition. Ask your jobber. 


In Canada: Geo. $. Hall Co HALL-WESSEL COMPANY 


25 Grenville St., Toronto 4 


rt: Hall & Reis, inc. 
Broadway, New York 6 


Worth asking for... by NAME 


Ex 
1 


2116-2126 W. NICHOLAS ST. 
PHILADELPHIA 21, PA. 


mate 


29+ PAR —o Sarr vw 23 





turned us down on two jobs. With 
package selling and bank credit 
there is no competition and you get 
your money in a few weeks. 

“The homeowner who has to 
have credit doesn’t shop around. 
He comes in and asks if he can 
add a room to his home on credit 
terms. You charge him 10% down 
and sell the job,” Wilbur added. 


Team Up With Craftsmen 


Since the need for space is real 
and time-payment plans makes it 
possible for every family to expand 
its home, the most important thing 
for the builder and lumber dealer 
is to team up and let the people in 
the community know they’re ready 
to handle remodeling and expan- 
sion business. By aggressive pro- 
motion, building materials sales to 
the home remodeling market will 
take up the slack in those areas 
where new residential construction 
is leveling off. 

By working closely with a selec- 
tive list of carefully screened car- 
penters, the Cowley Lumber Co., 
Olathe, Kan., has increased its re- 
modeling business, and learned 
that the craftsmen make good 
salesmen for the yard. 

Special Dealer Services 

When estimating a potential job 
for add-a-room customers, Cowley 
offers a list of contractors and car- 
penters. On the other hand, if the 
carpenter is bidding on a job, Cow- 
ley helps him with his materials 
list and estimate. By cooperating, 
both dealer and craftsmen have 
stirred up plenty of remodeling 
and home addition business. 

The Duncan Lumber Co., Lan- 
sing, Mich., uses a somewhat 
similar idea in its home planning 
division, which also handles re- 
modeling work. Once the customer 
has decided to add-a-room, Duncan 
offers him plenty of free service, 
including tentative drawings, 
final blueprints, financial help, 
securing a building permit and 
finding a suitable contractor from 
their list of approved contractor- 
customers. 

The W. R. Shaw Lumber Co., St. 
Paul, Minn., goes after the home 
remodeling market by sending a 
man out to go over the job with the 
customer and suggest the best 
method for getting it done. Besides 
the free estimate, Shaw recom- 
mends one of its contractor-cus- 
tomers experienced in the type of 
job under consideration. For fi- 
nancing, Shaw offers the customer 
three alternate plans: regular 
charge account, a three-pay plan 
with no carrying charge and a 
monthly budget term plan. 

With a long winter ahead, young 
couples will feel more pinched for 
space as they spend more time at 
home. Promotion-wise dealers will 
slant their advertising at this mar- 
ket to get their share of the multi- 
million dollar profit pie. 
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LUMBER DEALERS’ 
PROFIT BUILDERS 


A Monthly Collection of Sales Ideas Gathered 
for the Use of Lumber Dealers by REZ 











| OLD IDEA STILL SELLS 


When seeking the latest techniques of 
sales promotion, it’s an easy thing to 
lose track of old-fashioned, yet effective, 
fundamentals. The O. E. Goetz Co., 
Ridgewood, Mo., put up this simple 
pyramid display of REZ. Moral: Even 
a steady profit builder benefits from 
a little extra push. 


SELF-SERVICE 
POINTS WAY TO 
HIGHER PROFITS 


How far have you developed self-service 
in your store? Better get going! 

Over 78% of camera stores have in- 
stalled self-service displays. Drugstores 
are converting rapidly and one study 
shows average self-service sales of 
$1.98 compared with average counter 
sales of 94¢. 

A survey of self-service hardware 
stores: (1) average unit sale up 49%; (2) 
average yearly sales per clerk up from 
$20,000 to $30,000; (3) 60% of total 
sales handled without a clerk’s aid, by 
check-out cashier only. 





REZ SEZ: A well-lighted store adver- 
tises the store's activities, and shines 
outside to draw in more trade. 








THIS CHRISTMAS 
MAKE EVERY DAD 
A SANTA CLAUS 


Unless they sell Christmas trees, the 
Yule season is generally a rather quiet 
sales period for lumber dealers. Here’s 
a promotion that can attract interest, 
sell merchandise, and win you more do- 
it-yourself customers. 


This year stage a build-a-toy-for- 
Christmas promotion. Get hold of some 
plans for rocking horses, doll cribs, play- 
houses, wagons, racing cars, and make 
up kits of plans, lumber, finishes, and 
all necessary hardware. For display 
purposes, build models. You can even 
play up the economy angle, e.g.: Ready- 
made playhouse, $42.50. Build it 
yourself for $18.75 complete. 

Just be sure that you start the pro- 
motion far enough ahead so Dad can 
finish the toys in time for Christmas. 





How to make a Fast Five: 


If you've worked out some promotioral 
gimmick that has paid off in cash or 
convenience, send us a brief descrip- 
tion and perhaps a picture. REZ will 
pay you $5 if it’s used here. Write to: 
REZ PROFIT BUILDERS, Monsanto 
Chemical Co., Merchandising Division, 
800 North 12th Street, St. Louis, Mo. 














HE WONT BE BACK! 





5-PLY ? ¥4 INCHES ? 
7/3 INCHES ? No.1 ? 

ER-UH...I'LL BE BACK 
WHEN | FIND OUT... 








The ad said, “Build this beautiful book- 
case from plywood.”’ Mortimer White- 
collar was all set to try it until the 
clerk’s negative attitude made him feel 
hopelessly ignorant. 

Men who have never built anything 
are usually in a foreign world when they 
enter a lumber store. Train your clerks 
to give them the guidance and encourage- 
ment they need to get started building. 


Your Customers Are Sure To 
Fall for a Stumble Display 


Acouple of minutes builds you this traffic 
stopper. It’s called a “‘stumble display.’’ 
You pile a few cases in front of the rack 
containing the same item. Open the 
tops so customers can take the items 
right from the cases. Be sure the price 
is prominently displayed. A shopper is 
forced to walk around the ‘‘stumble dis- 
play,”” and thus his attention is at- 
tracted to it. It’s simple and it works! 


FAST-RISING REZ WOOD FINISHES 
HIT HIGHEST SALES IN HISTORY 


More REZ wood finishes were sold in 

the first seven months of 1954 than in 

any similar period in REZ history. 

Dealers also like REZ because just four 

kinds gives a complete wood finish ‘ine. 

1. Clear REZ Sealer and Primer—a 
colorless penetrating sealer—condi- 
tions wood against swelling, warping, 
checking—stain, paint or enamel go 
on easily and evenly. 


2. White REZ for bleached effect with- 
out acids. 

3. Satinwood REZ gives a low-gloss final 
finish. 


. Color-toned REZ provides softly 
colorful grained decorative finishes, 
comes in five tones adaptable to any 
desired effect. 








BECOMES PART OF THE WOOD 


MONSANTO 
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Check List 
of 
Profit-making 
ideas 


/ MAKE CALLS on the builders 


in your area who build 10 or 
more homes per year. Reach 
those you cannot call on with 
mailings. 


/ USE ADVERTISING, in your 


local newspaper or shopping 
news, to feature insulation. Mats 
are available from manufactur- 
ers. 


/ MAKE MAILINGS consistently 


to the smaller builders . . . to 
owners of low-cost homes with 
unfinished attics . . . to farmers, 
all RFD boxholders in your area 

. to your charge customers 
with their monthly statements. 


/ DISPLAY, DISPLAY —jin your 


windows, especially in spring 
and fall, show all the kinds of 
insulations you carry... on the 
sales floor, stack roll blankets 

. open up and display bags 
of pouring wool, mineral insu- 
lation and stick a paddle price 
card in one... use counter 
displays wherever there's spare 
room. 


OFFER LITERATURE—keep your 
counters well supplied with the 
wealth of insulation literature 
that tells the builder, the home- 
owner, the do-it-yourself fan 
how to use insulating materials. 


ENTER SHOWS whenever you 
can: the people your exhibits 
are seen by will be genuine 
prospects for home insulation. 


Owens-Corning Fiberylas Corp 


Seventeenth in a merchandising series 





INSULATION, properly applied, is displayed in a wall section at the Ed Williams 
Lumber Co., Canton, Ohio. The display also demonstrates the basic construction 


of a typical wall. 


Product Knowledge and Sharp 


Insulation is just one of the 
familiar building products that 
has felt the impact of new con- 
struction techniques in recent 
years. Basementless houses and 
air conditioning, for example, are 
growing in popularity and both re- 
quire intelligent use of insulation. 
tell your customers about the well- 
established uses for insulation. 
Basic principles, such as vapor 
barrier, the thicknesses required 
and the like can be found in the 
data book of any manufacturer. 
Producers go all the way in assur- 
ing a proper installation by en- 
closing instructions with their 
product and frequently repeating 
the highlights on the insulation it- 
self. 

The dealer’s biggest problem is 
to keep step with the newer uses 
and the new insulation products 
developed by research for the effi- 
cient homes planned for 1955 and 
the years ahead. Some of the ad- 
vanced insulation applications are 
now authentiicated and ready for 
application right now. Others are 
still in the testing stage. 


Air Conditioning 


Insulation, for example, is going 
to be directly influenced by air 
conditioning. The industry must 
come up with answers fast on the 
complex engineering, design and 


psychological questions raised by 
wider use of air conditioning in 
medium-priced homes. Literally 
builders want the answers next 
spring and research is now under 
ferced draft to meet their demands. 

Contractors are _ anticipating 
that the air conditioned village 
built early this year at Austin, 
Tex. will produce authentic data 
on insulation and other variables 
required with air conditioning. In- 
sulation cuts both the first cost of 
the air conditioning equipment 
and daily operation over the years. 
Obviously air conditioning is go- 
ing to create a vast, new market 
for all insulation products in the 
south, an area where homes nor- 
mally are not well insulated. Frig- 
idaire has suggested using the fol- 
lowing data in telling your custo- 
mers the importance on insulation 
in an air conditioned home: 


One Floor House (1,328 sq. ft.) 


Cooling 95' & 75’ F WB to 
80’ F DB & 76’ F WB 


Total | no insulation in | 
Load walls or ceilings | 2.60 tons 
Total 2” insulation in 
Load | _ ceiling only | 2.92 tons 


Total y xd insulation in. | 
Load walls and ceilings 3.87 tons 
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AIR CONDITIONING is concealed in 
closet of this home in the Austin, Tex., research 


village Conveniently located for 
louvered doors and closet 
silent operation of the unit. 


Incidentally, quite a number of 
the homes in the Austin project 
have thermostatically - controlled 
exhaust fans in the attics to re- 
move hot air and further ease the 
load on the air conditioning units. 
It’s just another product that can 
easily be included with the house 
job package. 


Slab Insulation 


As the Weyerhaeuser report in 
this issue (see page 54) indicates 
more houses are being built every 
year without basements. This 
trend has stimulated several new 
developments in the field of in- 
sulation. 

Slab concrete floor slabs, for ex- 
ample, lack the necessary insulat- 
ing qualities to make the floors of 
these homes comfortable. Such a 
floor assumes the temperature of 
the ground which is nearly al- 
ways a few degrees cooler than the 
room temperature. 

One solution is to insulate the 
slab using a vermiculite concrete 
floor, topped with a thin layer of 
ordinary concrete for traffic re- 
sistance. Perimeter insulation, in 
any of the many forms available, is 
also highly successful. Basement- 
less houses with a crawl space, of 
course, must also be properly insu- 
lated. Because there definitely 


a hall 


servicing, 


insulation permit 


Displays Mean More Insulation Sales 
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seems to be a swing toward houses 
without basements a dealer should 
demand all pertinent data on this 
subject from his suppliers. Plenty 
of samples and an adequate ware- 
house stock of suitable insulation 
for this type of application are 
suggested for the 1955 building 
season. 


Insulation on the Farm 


When barns and other buildings 
are well insulated natural animal 
heat will usually keep the struc- 
tures warm on the coldest days. 
Conventional frame barns in the 
colder climates are almost always 
insulated today thanks to many 
years of promotion by dealers and 
various agriculture groups. Recent 
data shows that there is a similar 
market opening up in the south as 
research proves that production 
drops sharply when animals are 
exposed to intense outdoor weath- 
er. Barns that are cool because 
they are well insulated can in- 
crease the farmer’s profits ma- 
terially. 

When farmers use masonry con- 
struction remember that the cores 
of concrete blocks should be filled 
with a suitable insulation. Tests by 
the University of Utah showed 


that filled blocks had more than 
twice the insulating value of un- 
Cinder blocks also 


filled blocks. 


THICK LAYERS of floor to ceiling insulation and foil insulation in the 
ceiling keep heat out, cut operating costs in this air conditioned home 
that’s part of a research project sponsored by builders, the University 
of Texas and other interested groups. 








should be filled for additional in- 
sulating value and fire protection. 


Do-It-Yourself Potential 

Just about every manufacturer 
now has sales tools for dealers in- 
terested in cultivating today’s 
handyman market. Much of the 
promotion is directed at the in- 
stallation of insuJation in the attic 
space. Some of this literature is 
slanted for the simple job of insu- 
lating the attic ceiling to keep the 
house warm in winter, cool in sum- 
mer. Others wrap up the insula- 
tion as part of finishing-off the at- 
tic for added living space. 

The emphasis is pretty much up 
to the individual dealer. It’s a 
simple matter of taking a hard look 
at the type of homes surrounding 
the yard and then slanting adver- 
tising and other promotions ac- 
cordingly. 


Insulatins Plaster 

Builders and their custoraers are 
showing a lively interest in insu- 
lating plaster because it has 314 
times the insulating value of sand 
plaster. Vermiculite plaster, for 
example, is said to offer more fire 
protection than sand plaster and 
yet it weighs only one-tenth as 
much. Further it absorbs shock 
and vibration much better because 
of its resiliency. 








45 







46 


the answer to more sales and 


y 


THIS PREE BOOKLET will show you 
how to make more profits on painting 
tools. Ask for your copy today 


DOSTER 


There are not merely one, two or three . . . but FIVE 
big reasons why it will pay you to concentrate on the 
famed Wooster line of paint brushes and paint rollers 
for 1955! So, before you place any orders for the 
coming season, review advantages of the Wooster 
Quintet Sales-Making Plan . . . then judge for yourself! 


Fastes? Selling Items! From actual sales records, 
we have selected the 55 fastest moving numbers for 
your special consideration. Choose from this Wooster 
“55 for '55” and you will have a condensed line of 
best sellers . . . popular, much-in-demand merchandise 
. . . proven profit-makers. 


Most Modern Merchandisers! These best sellers 
have been packaged in colorful, compact, self-service 
displays. Some hold several dozens of brushes and 
rollers . . . others as few as a single dozen. All are 
yours without extra charge at only the regular cost of 
the merchandise. All can work continuously for you, 
too, with stocks being replenished through open-stock 
orders to your distributor. 





MOST 





a" 


MODERN 


Only Brushes with exploded-tip bristles, the new Wooster 
Multifilag line has that “something different” appeal. Customers 
can see the difference, feel the difference. Users quickly note that 
a Multiflag brush holds a larger load of paint, lays it off faster and 
smoother, covers in fewer strokes than any other brush of com- 
parative size and stock. 
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Use in Any Paint and clean in any solvent. That’s your powerful 
sales point in selling Wooster FABRIC “X” dip-type rollers. No 
need to stock many types with many covers. This fabric is long 
enough to carry a good load, short enough to lay the smoothest 
coat. Does a beautiful job, even with enamels. A new, miracle 
adhesive binds fabric to core, cannot be damaged by any solvent. 
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paint brushes and paint rollers! 


SALES-MAKING PLAN 


Most Exciting Brush Feature! Spreading like wildfire is word 
about the new Wooster Multiflag Tynex Brushes . . . only 
brushes with exploded-tip bristles! By secret process, undu- 
plicated anywhere in the industry, the working ends of bristle 
in these brushes are burst into thousands of soft, flexible 
contact points. Paint pickup and release are much greater. 
Spreadability is unmatched by any other brush of compara- 
tive size. You paint easier, faster, better... and you know it 
immediately when you put this new and exciting brush feature to 
actual test. 

Most Unusual Roller Features! Wooster now offers you a 
complete line of paint rollers . . . dip-type and fill-type . . . with 
many exclusive features. Wooster FABRIC “X” dip-type rollers 
are truly all-purpose models . . . will apply any paint . . . may 
be cleaned in any solvent because of the new adhesive which 
binds fabric to core. Wooster MAGIKOTER rollers are the 


Now Made by Wooster, the new and improved Wooster 
MAGIKOTER rounds out your roller stock with the most popular 
fill-type roller on the market. Precision-built aluminum cylinder 
and rod, built to last a lifetime. Holds full pint of paint. Loads 
easily through large end opening. One set of sleeves applies 
all paints and enamels. 
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original fill-type rollers, with many patented features, and also 
are adaptable to all types of finishes. 


Biggest National Advertising Campaign! Never before has 
such a smashing campaign of national advertising been put 
behind any paint brush—paint roller line in the history of the 
industry. Many ads have appeared during 1954. More and 
bigger are to follow in 1955 , . . in Life, The Saturday Evening 
Post, Better Homes & Gardens, The American Home and Good 
Housekeeping. Millions of “do-it-yourself” enthusiasts have 
and will continue to read the story of Wooster features— 
presold customers for you! 


Get All the Facts on this sensational 1955 promotion that 
means money to you. Read the new booklet, Wooster Quintet 
Sales-Making Plan. Ask your Wooster distributor for a copy 
now, or write The Wooster Brush Company, Wooster, Ohio. 





SING 
AL ADVERT! 
BIGGEST ogo INDUSTRY 


CAMPAIGN ! 


SEE US AT THE 
CONVENTIONS! 


National Hardware Show 
Navy Pier, Chicago, Oct. 11-15 
Wooster Booth No. 327 
. 


RPWDA Convention 


St. Louis, Nov. 17-19 
Wooster Booth No. L-7 
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1. Orders are pre-assembled in delivery pallets in the ware- 


houses and 


74 single fork lift truch and special pallets 
Slashes Normal Delivery 


Delivery time has been cut 50% 
and the cost of storing and han- 
dling materials substantially re- 
duced by the use of a single fork 
lift truck and specially-designed 
pallets at the new yard opened in 
September by the E. E. Austin 
Lumber Corp., Erie, Penna. 

This article describes in detail 
the efficient use of pallets and lift 
truck for storage and delivery of 
materials. Next issue of American 
Lumberman will picture and de- 
scribe the firm’s new store. 

The lumberyard was designed 
specifically to facilitate use of the 
1,000 - pound - capacity fork lift 
truck (cost—$4,400 with free-lift 
type mast) and dozens of special- 
purpose pallets (cost $4,200). The 
money normally spent in fixed bins 
and shelves instead was put into 
the pallets which serve a double 
purpose of storage and transport. 

In brief, here’s how the firm’s 
mechanical handling system 
works: 


With the exception of dimension 
and sheathing, all materials ar- 
riving by freight truck or rail are 
transferred directly to “storage” 
pallets in the unloading area. The 
loaded pallets are carried by fork 
lift to the warehouse for storage. 
Most of the firm’s business is with 
homeowners and carpenters, so 
most orders are small and varied. 
Orders are pre-assembled on “de- 
livery” pallets, which are trans- 
ferred directly to delivery trucks 
by the fork lift. These pallets are 
designed so the driver may easily 
unload the materials manually at 
the job site. 


Designed Own Pallets 


Except for plywood, hardboard 
and molding, the pallets have 
eliminated the need for storage 
bins and shelves. Plywood and 
hardboard is stored in 70 bins 
along the wall of the drive-through 
warehouse. The bins all have de- 
tachable floors (joist hangers are 





man. Our con 





“Thanks, American Lumberman!" 


"Much of what was done in our modern new store and warehouses 
was inspired by ideas found in the pages of the American Lumberman. 
Some of these ideas were incorporated in our new operation as described 
in the magazine and others were modified to fit our special needs. 


“Also, we were fortunate in having had an opportunity to discuss 
our rey plans with Arthur Hood, editor of American Lumber- 
e 


rence with Mr. Hood was a tremendous help in organiz- 
ing and crystalizing our ideas and plans." 


—C. Robert Austin, president 


E. E. Austin Lumber Corp. 








. quickly loaded onto flat-bed delivery trucks. 


Time 50% 


spaced at various levels), so capac- 
ity is adjustable. Moldings are 
stored in a vertical rack in the 
same warehouse. 

“Because the uses for the flat 
pallet are highly limited in a lum- 
beryard, we found it necessary to 
design several families of storage 
pallets, which would be tailor- 
made to handle specific materials,” 
says J. Thad Heinlein, manager, 
“We worked with Bob Spring, 
Spring Wood Products, Geneva, 
Ohio, in designing pallets for these 
products. All pallets are made of 
hardwood (generally rough oak). 
They feature 2”x6” runners (where 
posts are needed) and posts are 
bolted, rather than nailed, to run- 
ners. 

I — The Storage Pallets 

The storage pallets may be di- 
vided into three general families— 
flat-type, post-type and cage-type. 
Each of these pallets starts from 
the basic flat pallet to which are 
added posts (post type) or sides 
and a top (cage type). Some of the 
post type and cage type pallets are 
further modified with one or more 
shelves or sectional dividers. 


FLAT PALLETS: The conven- 
tional flat pallets in the Austin 
system measure 3’x3’, 4’x4’ and 
4’x8’. The 3’x3’ size are used for 
cement, mortar, some sack goods 
and similar items; the 4’x4’ size 
are for plaster and nail kegs; and 
the 4x8’ size are for fiberous 
building boards, overhead doors 
and similar large items. 


POST PALLETS: The three or 
four-foot high corner posts, which 
are bolted to the flat pallets, are 
usually 3”x4” hardwood. The 4'x4’ 
post pallets have four posts and 
are used primarily for roll roofing. 
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be loaded, 
he designed. 


When stacked, these pallets form 
bins which allow removal of a few 
rolls from any unit. Some of the 
corner posts are equipped with 
brackets, so side boards can be 
dropped in place. All of the post 
pallets are constructed so they can 
be stacked on top of each other. 
The majority of the post pallets 
measure 4x8’ and are equipped 


C. ROBERT AUSTIN, president, shows how easily one ton of sand can 
providing it is contained in the special delivery box which 
The box tilts on the ce 





radle for unloading at the job site 
strip; and bins for metal lath, 
corner bead, corner right, etc. 


In the drive-through warehouse, 


some of the post pallets which 
have been stacked as bins are 
mounted on wheels to facilitate 


sliding them out from beneath a 
storage mezzanine. The “wheels” 
are inverted roller conveyor sec- 
tions laid under the pallets. 



























































with six posts. They are used for CAGE PALLETS: These are 
special storage of broken dimen- made in three sizes. The cages 
sion and sheathing packages (see have three sides and a top. All are 
the system for lumber below) ; equipped with cleats inside so 
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Austin Lumber Corp. 


showroom. Sites for warehc 


and sheathing shed and a mill have 
property. 


of the six-acre 
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ANOPY Suis A 


pile Ee - ae 


Pavep DRiMewar ii PR cae ana ; 


EXPANSION POSSIBILITIES weve 


wisely included in the new layout 


A four-lane highway passes in front 


yuse extension and for a dimension 
been alloted in the rear (not shown) 


POST-TYPE PALLETS are ruggedly 
constructed to handle roll roofing and 
other heavy items. 





The 
frames, 
shelves; 
three 
cage is 
nails, gutter tin, calking and other 


sage for picture - window 
for example, has no 
the cage for calking has 
shelves. The 4’x2’-8"x6'-8” 
used for miscellaneous 


small-boxed items; the 6’x3’-6"x8’ 
‘age is used for doors; the 8'x4’x 
5-8” cage stores insulation, made- 
up window frames, etc. The cage 
pallets can be arranged in rows 
side by side to form more or less 
permanent shelving. 


AUXILIARY PALLETS: The 
firm also has a utility pallet (made 
from the 4’x2’-8"x6'-8” cage and a 
pallet shed for inflammables. Sev- 
eral of the utility pallets are lo- 
cated in key spots around the yard 
and warehouses. They are de- 
signed to hold truck and wagon 
stakes, blocking, tarps, tools and 
rollers. Signs on the sides of the 
shelves tell what they are for. 

“We even keep our tire tools, 
spare tires and tire chains in a 
utility pallet,” says Heinlein. “We 
try to keep everything but pallets 
off the floor.” 

A shed, resembling 
fashioned out-house, is mounted 
on a flat pallet and usually kept 
at a corner of the paved yard be- 
hind the store. It is used for stor- 
age of gasoline, kerosene, greasing 
and oiling tools and other inflam- 
mables. 


the old- 


Il — The Delivery Pallets 


“The delivery pallets are de- 
signed for pre-assembly of all or- 
ders which saves time in the ware 
house and doubles the capacity of 
our delivery trucks,” Austin says. 

As noted above, all material is 
put away mechanically in the Aus- 
tin system. Materials are taken 
out of storage by hand if only a 
few small items are needed; they 
are taken out mechanically (an 
entire pallet at a time) if larger 
quantities are sold. 

The delivery pallets—which re 
semble miniature truck bodies 
consist of a flat pallet base with 
two sides and open ends. Some 
have center dividers so two small 
orders can be made up in a single 
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BROKEN LUMBER PACKAGES are stored in bins made of stacked, 4’x8’ post- 


type pallets 


pallet. These pallets measure 3’-6” 
x6'x3'-6" high. Since they are often 
seen outside the yard, they are 
painted white with the firm’s name 
lettered in black. 

The delivery pallets are moved 
around on flat-bed hand trucks. 
The fork lift operator makes sure 
a supply of empty delivery pallets 
are always mounted on the hand 
trucks just outside the warehouse 
door. When a yard man is ready 
to assemble an order, he pushes a 
hand truck into the warehouse and 
loads the items into the delivery 
pallet. Pallets are hoisted onto 
flat-bed delivery trucks with the 
fork lift and empty pallets are re- 
moved by the fork lift when the 
truck returns. All special orders 
arriving on freight trucks are im- 
mediately placed on delivery pal- 
lets to await delivery. 


Pins Down Responsibility 


“The delivery pallet system al- 
lows us to pin down responsibility 
for each step in assembly, loading 
and delivery of an order,” says 
Heinlein. “Each person, whether 
he is a yard man, order assembler, 
lift operator or truck driver has 
his own specialized duties which 
enables management to correctly 
place both blame and praise.” 


Fleet of Hand Trucks 


The specifications for the hand 
trucks, the lift truck and other 
equipment was worked out with 
the cooperation of the Erie Indus- 
trial Truck Co., local materials 
handiing experts. 

A fleet of 20 hand trucks, some 
with four and some with six rub- 
ber wheels, are included in the 
system. Three of the trucks are 
small, two-deck units which are 
used in servicing the store’s hard- 
ware departments. Two of the 
flat-bed hand trucks have two 
decks, three have wood sides and 
four are light-duty, four-posted 
trucks. Eight six-wheeled heavy 
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Small orders can be readily serviced from here. 


duty hand trucks are used for cart- 
ing the delivery pallets. Two, 
four-castered dollies are used in 
moving loaded pallets to the rear 
of freight trucks. Several two- 
wheeled package trucks are used 
for general purposes. 

A hand-operated fork lift is pro- 
vided for moving cages and post 
pallets in storage positions that 
the gasoline-powered fork truck 
may not be able to reach at the 
moment. 


Sand Delivery Boxes 


The ingenious sand-delivery pal- 
let consists of a metal box mounted 
on a cradle which allows the box 
to tilt for dumping. The metal 
boxes were engineered to hold one 
ton of sand or gravel. 

“Quite often we get calls for 
one ton of sand and one ton of 
gravel to be dumped separately,” 
says Austin. “Such orders ordi- 
narily would tie up one of our 
trucks for two trips. Now, how- 
ever, with the boxes, we can pre- 
load small orders of sand and 
gravel at our convenience and 
deliver a two-part aggregate order 
and some lumber orders on the 
same truck with no fuss,” he adds. 

The boxes are designed so they 
can be hoisted onto a flat-bed de- 
livery truck with the fork lift 
truck. At the job site, the driver 
just pulls a sustaining pin and 
tilts the box toward the back or 
side of the truck to dump it. 


Ill — The System for Lumber 


Most of the firm’s dimension 
lumber is stored on one side of the 
warehouse on a paved lot. The 
lumber is stored in packages— 
which vary in content depending 
on the size of the dimension. 
Where necessary, palletized pack- 
ages (unit loads) are strapped. 
Otherwise, the packages are sep- 
arated only by 4”’x4"s to allow 
entry for the fork lift. 
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CAGE-TYPE storage pallets can be 
equipped with one or more shelves to 
handle a variety of small building ma- 
terials items. These cage-type pallets 
are arranged as shelves in the ware- 
house. 


WINDOW STORAGE is easy in this 
cage pallet which contains no shelves. 


A special area at the rear of the 
paved lot has been set aside for 
storage of broken packages; these 
broken packages are loaded in 4’x8’ 
post-type (six posts) pallets which 
are stacked on top of each other 
to form bins. A separate bin is 
maintained for each size and 
length of dimension and sheath- 
ing. Small orders for dimension 
and sheathing are serviced from 
these bins. 

“By relegating our broken pack- 
ages of dimension to this special 
area,” says Austin, “we keep only 
full packages in our mass storage 
area. This saves us a lot of time 
because large orders are handled 
from one area and small orders are 
serviced from another.” 

“Also, we don’t bother with hav- 
ing separate piles for all 2x4 sizes, 
2x4 eights, etc.,” he continues. 
“We mass pile all of our 2x4 pack- 
ages in one spot, regardless of 
lengths. This cuts our space and 
aisle requirements. And, it is not 
inconvenient because the fork lift 
truck can quickly make the maxi- 
mum of two lifts it may need to 
get a package of 2x4s of a particu- 
lar length.” 

“So far,” concluded Heinlein, 
“our materials handling system 
has worked very well. We hope 
to add refinements and improve- 
ments as we go along. Both the 
fork lift truck and the pallets are 
rapidly paying for themselves.” 
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NEVER BEFORE— COLORS LIKE THESE TO HELP YOU SELL! 

BIRD Master-Bilt shingles have a range of Rainbow Colors the like of 

which you’ve never seen... from smart, brilliant colors to delicate pastels. 

Uoday, that is very important to you, since the modern low roofline has 
created an ever-increasing interest in color roofing. 

Every day, more and more builders are using BIRD’s colorful roofs to help 

sell homes... and more and more people are demanding Master-Bilt’s beautiful 

Rainbow Colors for re-roofing. Both know that for thick-butt construction and 

top durability as well as for superior color beauty —it’s the BIRD Master-Bilt. 


Ask your distributor for further details or write 


BIRD & i SON, INC... Dept. AL-10, East Walpole, Massachusetts 
BIRD 


& SON 


QUALITY PRODUCTS SINCE 1795 rf) EAST WALPOLE, MASS., NEW YORK, N. Y., CHICAGO, ILL., SHREVEPORT, LA. 





ENTIRE BODY works to 
carry 20-foot lengths of 
lumber by restricting cab 
to far left of body. 


“Flat-Top” Proves Ideal Delivery Truck 


California dealer designs 
special truck body for pickup 
chassis to save labor and de- 
livery time. 


A startling-new home-designed 
lumber delivery truck carrying the 
name of the Anawalt Lumber Co., 
is popping the eyes of the public 
and the trade, wherever it is seen 
in Los Angeles. 

The custom body on a standard 
pickup chassis was Dick Anawalt’s 
own idea. The design of the truck 
was adopted from his own experi- 
ence as a navy flier on an aircraft 
carrier during World War II and 
appropriately enough this unusual 
truck is nicknamed “The Flat 
Top.” 

Anawalt’s flat-top carries 20 
foot lengths of lumber with ease 
and can handle six average-size 
orders at one time 

Measuring 16 feet long and 7 
feet wide, the flat-loading deck is 
broken only for a 32-inch wide 
driver's cab at the furthest left 
hand corner A 10-foot well, 20 
inches deep and 49 inches wide 
for plywood and other building 
products is left open in the center 
of the truck body 
are strategically 
well with tie 


Loading posts 
placed over the 
hooks down both 
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BIN IN CENTER of truck nandles plywood and other wide sheet products 


sides and around the main body of 
the truck. 

The sharp appearance of the 
truck is heightened by the stand- 
ard company colors of sea blue 
and pearl grey and the company 
name spelled out in attractive 
hardwood letters on each side of 
the truck. 

“This first truck was a body en- 


gineering experiment,” explains 
Dick Anawalt, “and it cost us 
quite a bit of money, but it makes 
the ordinary frame pickup obsolete 
from the standpoint of labor-sav- 
ing and delivery time. We are 
planning two more trucks like it 
for our other yards just as soon 
as the automotive body builders 
get their price down.” 


October 18, 1954, AMERICAN LUMBERMAN « 








THE ONLY TENSION SCREENS THAT HAVE EVERYTHING... 


KEYSTONE 


ALUMINUM FRAMELESS TENSION SCREENS 





1 Slide bracket held by screw. 

Round headed screw installed 
in top blind stop holds remov- 
able top bar bracket. 





2 Patented, tamper-proof ten- 
sion catch at sill holds Key- 
stone Screen securely in place. 
Just turn knob to adjust for 
proper permanent setting. 





3 Exclusive free-floating | sill 
bar assures snug fit at bot- 
tom 


... adjusts screen to uneven 
or off-level sill. 





SALES OF TENSION SCREENS are soaring... and that's 
only natural! They're the lightest screens ever marketed, 
easiest to handle; easiest to store. They're put up and taken 4 No = eS 
down from inside the house. They abolish maintenance ... meson wade, : 
never have to be painted. 

On top of that, Keystone Tension Screens are all-aluminum 
and never rust or stain the woodwork... last years longer 
..-cost less than old-fashioned screens and are far more 
economical. And only Keystones have all the special advan- 
tages and extra features shown at the right. Extra strong vertical edges 

For most sales with the least sales effort, get the full facts dol fat gn op tant _ 
about Keystone Aluminum Frameless Tension Screens. Mail 
coupon below — it pays off every time. 














Keystone Wire Cloth Co. |} 


K EY STONE Se pe ste 


WIRE CLOTH COMPANY 


HANOVER, PA 














3UILDING PropucTs MERCHANDISER (To obtain more data on advertised products see page 110) 





SLAB CONSTRUCTION is credited 
with drastically reducing the amount 
of lumber going into the typical home. 
The survey predicts that by 1975 about 
60% of all houses will be built with 
slabs. 


Where Lumber 


Lost lis Market 


Part Two 


This is the second article an- 
alyzing the future market and sup- 
ply of lumber in the United States. 
The research was sponsored by the 
Weyerhaeuser Timber Company 
and conducted by Stanford Re- 
search Institute, an affiliate of Stan- 
ford University. 


Lumber’s “Lost” Markets 
One of the more important fea- 


tures of this study is a pin-point- 
ing of just where lumber has lost 
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ground. Lumber consumption per 
dwelling unit has declined steadily 
from 18,900 board feet in 1920 to 
10,520 in 1953, a 44% drop. By 
1975 the survey believes lumber 
use per dwelling will be down to 
about 8,700 board feet, or about 
17% under 1953 levels. 

Roughly half of the decline from 
1920 to 1953 was due to a change 
in the size and architecture of 
homes. Competitive materials also 
shared in this loss. The market 
left lumber in 1920 was about 68% 
of the maximum possible, by 1950 
it was 59% and by 1953 just 52%. 


Actually the 1950 to 1953 loss was 
more rapid than in the previous 30 
years. 


Blame Slab Construction 


The loss in recent years can be 
largely traced to the growing pop- 
larity of slab type construction, 
which cuts lumber’s market for 
foundations, floor framing, sub- 
flooring and finished flooring. The 
trend towards more slabs may well 
continue. Large-scale builders are 
installing about 80% of their 
homes now with slabs. The survey 
estimates that by 1975 about 60% 
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of all residential floor space might 
be on a slab. 

The roof is now the most im- 
portant part of the house in terms 
of lumber consumption. Next, is 
the floor, followed by the exterior 
and interior walls. These four 
parts of the house account for 70% 
of the lumber used. 

Lumber’s share of the potential 
floor market declined from about 
96% in 1920 to about 60% in 1953. 
By 1975, lumber is expected to 
have 37% of the maximum possible 
use in floors. The 36% drop in 
lumber for exterior walls is prob- 
ably due to smaller homes and 
single-story construction. The use 
of lumber for exterior walls is ex- 
pected to remain about the same 
in the years ahead. 

Chart 5 shows the past and prob- 
able lumber use per dwelling unit 
by type of lumber. 


Where Lumber Goes 
Expressed in percentages the re- 
port estimates trends in terms of 
maximum sale of suitable lumber 
items in new homes. 


1920 
Framing lumber 62%, 
Sheathing 80%, 
Siding 21% 28% 23% 
Flooring, Millwork 98°%/, 64°%/, 39%, 


Some of the loss reported by 
lumber is being made to other for- 
est products—plywood, hardboard 
and insulating board. As shown by 
chart 6, these products accounted 
for 12% of lumber’s loss in 1953 
and by 1975 a 15% figure is antic- 
ipated. 


1953 
53% 
58%, 


1975 
48°, 
43%, 


Repair and Improvement 


In 1953, lumber for maintenance 
and improvement represented 
about 23% of all lumber consumed 
in all types of construction. Lum- 
ber in remodeling and repair was 
about 6.8 billion board feet in 1953 
and this figure should rise to 7.2 
billion board feet by 1975. A 1953 
survey showed that 18% of retail 
yard sales of lumber were for re- 
pairs and maintenance. On this 
basis sales were 7.7 billion board 
feet, close to the Institute’s esti- 
mate. 

(See October 4 issue for the first 
article in this series.) 
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Chart 5. Consumption of 


by Type of 


Lumber per Dwelling 
Lumber 


1950 - 1975 
(Board feet) 


Year Framing Sheathing 


Hardwood 


Siding Total 





1950 
1953 
1960 
1965 
1970 
1975 


7,800 
7,400 
7,200 
7,000 
6,750 
6,500 


2,850 
2,200 
2,000 
1,850 
1,700 
1,600 


Source: Stanford Research Institute. 


350 700 
325 575 
250 500 9,950 
300 450 9,600 
400 9,125 

8,700 


11,700 
10,500 











Chart 6. Lumber Loss to Other Wood Products 
(Million Board Feet) 


Board Feet Equivalent Loss 


to: 


Loss to 
Year 


Competition Plywood Hardboard Board 


Insul. TotalWood %, of 


Products Total Loss 





1950 
1953 
1960 


12,455 
11,677 
14,184 
16,092 
18,920 
21,567 


458.4 28.5 
1,013.8 109.2 
1,271. 263.5 
421.3 
570.9 
762.1 


1965 
1970 
1975 


1,405.3 
1,647.3 
1,786. 


Source: Stanford Research Institute. 


384.9 
256.2 
411.2 


871.8 7.0 
1,379.2 11.8 
1,945.7 13.7 
2,293.9 14.3 
2,761.5 14.6 
3,227.1 15.0 


467.3 
543.3 
679.0 











Special Notice 


if by charce you missed the first 
port of the Americon Lumberman edi- 
tors’ analysis of the Weyerhaeuser 
Timber Company report on “The Future 
of Wood,” reprints of the complete 
article will be available shortly. 


These 8-page, two-color reprints will 
be just the thing to use, if you want 
to make sure that your business asso- 
ciates, company executives and sales- 
men each has a copy of this important 


study on the economic future of wuod. 

Reprint prices: 1 to 20 copies—29¢ 
each, 21 to 499 copies——21¢ each," 
500 to 749 copies—17¢ each,* 750 to 
1,000 copies—l1¢ each,” additional 
1,000’s—7¢ each.” 

Inquire of and make check payable 
to: American Lumberman, Rm. 2000, 


Reprints, 139 No. Clark St., Chicago 
2, ilinois. 


{*) Mailed in bulk. 














WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Your Western Wholesalers are “set up" for 
service, With many long-established mill con- 
tacts, knowledge of mill's specialties, re- 
sources, manufacturing and shipping facilities 
and « thorough understanding of buyer's re- 
quirements, the leading Western Whole- 
salers below can help you take the worry out 
of your lumber buying. Tell them your needs. 


Let them supply yeur complete requirements. 





CURTIS LUMBER COMPANY 
700 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
Telephone: AT 6591 Teletype: PDS72 





Duncan Lumber Co., Inc. 


818 Securities Bidg., Seattle 1, Wash. 
Specializing in Fir Gutter, all sizes and patterns 





WALES LUMBER COMPANY 


OLD NATIONAL BANK BUILDING 


SPOKANE - - ~- WASHINGTON 
Ovr 32nd Year 





+» 


SH a RE Bobet 


564 $t., Sen Francisco 4, Callf 





VAN VALER LUMBER COMPANY 
Radio Central Bidg., Spokane 4, Wash. 
Phone: Timple 2743 TWX SP 49. 





WESTERN WOODS, INC. 


715 Spokane & Eastern Bidg., Spekane, Wash. 
WHOLESALERS — ALL W.P.A. SPECIES 


Riverside 7149 TWX: SP-104 


Carl E. Soderberg Lbr. Co., Inc. 
1120 Old Net Bk. Bidg.. Spokane 8, Wash. 
PINE SPECIALISTS 

Teletype SP-175 





TEmple 1448 
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STORAGE UNITS form one wall of this carport. Raised 
side-valk and carport roof provide a pleasant, covered out- 


door area. 


Garage Space Can Be... 


Courtesy University of Illinois Small Homes Council. 


SPACE OVER CAR HOOD can be used for storage 
space in a minimum garage. 


. . » Designed for Versatility 


Garages and carports are becoming an integral part of the 
home, providing play and work areas for the whole family. 


In the functional planning of a 
modern home, a garage or carport 
becomes much more shelter for an 
automobile according to the Uni 
versity of Illinois Small Homes 
Council in a recently published 
circular, “Garages and Carports.” 

Through careful planning, these 
structures can be built to provide: 

—Utility area for laundry equip- 

ment. 

—Clothes-drying space. 

—Workshop area. 

—Children’s play space. 

—Terrace space for 

living. 
—-Convenient storage area for 
garden equipment, toys, etc. 

These possible uses should be 
considered when deciding to build 
a garage or carport to establish 
the size and location of the struc- 
ture. 

Since the garage or carport is 
usually the main entrance to the 
house, it should be recognized as 
such, the circular says, and this 
should be considered when design- 
ing and planning a home. Other 
factors to consider are: 

Driveways should be straight 


outdoor 


and as short as possible with 
ample drainage. The driveway 
should not be located close to the 
corner of the house, existing trees 
or an area of high hedges, which 
may block the driver’s view and 
possibly cause accidents. 

Entrance Area planning is be- 
coming more important as automo- 
biles play a greater part in family 
activities. Both the garage front 
door and pedestrian door shoule 
be easily accessible from the drive- 
way. 

Windows are required for light 
and cross ventilation if the garage 
is to be used as a workshop or play 
area. Minimum requirement is at 
least one operating window. 

Heating an attached garage is 
necessary in northern regions if 
the space is to be used for a play 
area, shop or laundry. 

The illustrated pamphlet con- 
tains information about the selec- 
tion of garage doors, site orienta- 
tion, walls, roofs, floors and other 
pertinent points to consider. 
Single copies of “Garages and Car- 
ports” are available at 10¢ each 
from the Small Homes Council, 
University of Illinois, Urbana, Ill. 
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Set up this silent salesman in your yard or 
showroom and let your customers see the ad- 
vantages of a modern, all steel BILCO door — 
the one feature that makes a basement useful, 
convenient and safe, 

Demonstrate the permanence and economy of 
BILCO doors to wood hatchway replacement 
prospects. 

The best sales aid you ever had or return the 
unit for a full refund! 


Availabie to lumber and building supply dealers only. 
Write today for ull the facts! 


(A Vecm 
4) UC 
AMERICA’S FINEST 
THE BILCO COMPANY ee ee OR On: 


DEPARTMENT AM 
NEW HAVEN 5, CONN. 
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GET A LOAD 


OF THIS... 
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Ceco Diamond Mesh 


In construction products 


Ceco ENGINEERING 


makes the big difference 





Ceco Flat Rib Plaster 
Saving Lath 





Ceco Combination 
Storm 
Screen 


Window & 





Ceco Steel Residence 


Casement 













Arch Form Corner Bead 


CECO STEEL PRODUCTS CORPORATION 
Offices, warehouses and fabricating plants in princi- 
pal cities « General Offices: 5601 W. 26th Street 
Chicago 50, IIlir 


r 


Ceco Expanded 
Bead No.1-A 





Corner 








..-FOR BIGGER PROFITS 


SAVE MONEY WITH CECO’s 1-SOURCE SERVICE PLAN 


it's easy to make more money if you follow the Ceco 1-Source Service Plan because 
you save on buying and bookkeeping costs. You cut buying time with one purchase 
order made up from the widest line in the U.S.A.—the Ceco Line. You lower book- 
keeping costs because you check, enter and pay one invoice. Cash in on winter buying. 
Be sure you have what your customers want in steel and aluminum windows, storm 
windows and screens, metal lath and other building materials. So get a load of Ceco 


caco ) 
Products .. . you will be money ahead if you do (sven) 


7 wen || | 


Ceconomy Basement 
Window 


= 


Gutter Galvanized Sheets 


Double Drain Roofing & Conductor Pipe Root Edging 


Sheets & Rolls 
Trimmings 


Copper 


Roll Valley 


Cece Steel Products Corporation 


5601 West 26th Street, Chicago 50, Ill. 
Please send me the following free Ceco 
Catalogs: 
GET THESE © Metal Lath Catalog 5004-D AL 
©) Building Materials and Supplies Catalog ' 
FREE CATALOGS 7005-D 


TODAY 





[) Window and Screen Catalog 1049-B; MTD: : 


Name 
Address 
City 








yow!”  Wa@0cuT Imew Lees 


“ NEW ‘Low 
Pe ad PRICES 


NEW! DISTINCTIVE! L2G HEIGHT HAIRPIN TYPE DIAGONAL TYPE 
’ 4 _ pang - wy 2 





6 smch 5 4.u5 $4.26 

ALLA aes 9 6.15 4.95 
1 WT ATTRACTIVE am VimaTILg PIE _ — = 
EVER CMEATED IN MODERN, BLACK @ROUGHT IRON ; 5.40 5.20 








5.75 5.55 
6.95 5.75 
6.25 6.05 
7.95 7.75 
11.95 “1.75 


























RECORD AL GUM 
RACKS 


ka Pp modern COFFEE TABLE BASE 


Soren VE 


pa WELDED ONE-PIECE, WROUGHT IRON LEGS end MAGAZINE RACK 
s as sors ore | \ Attrective and practices 
ROA AR BOOKCASE iviDERs - ‘ chteil table bese | 




















Ce ee a 





IPETIME BLACK FINISH. DECORATOR STYLED eROUGHT IRON 5 


£ACH SECTION. AS ILLUSTRATED. 16 5 FT HIGH 
WIDE AT CENTER. WITH 10° SHELF @aRS 


THE LAST WORD mi 21" <p A os _— 
secesen, =| “0* See ee 


Case - Wrought Iron legs offee Table Base 
functional Cavin 


- we ms es To sae 
STYLE AND BEAUTY Knotty Pane - ; 


Birch _DEALERS 20% (omy) Discount om Shelving Meterial 


ob « . 7. Of a ALL PRICES F.0.8. LOS ANGELES 
or PACIFIC EAN CMe 


Temes on Days - WEY 3 Day 








DIRECT MAIL PIECE illustrates and prices both the wrought-iron legs 
needed to make the complete piece of furniture 


There’s Good Profit in Wrought Iron 


Los Angeles firm does $25,000 annually by selling Two years ago, the Pacific Ply- 


, ; A board Company started to sell 
lumber and wrought iron components for attractive furniture — wrought iron legs in a limited way. 


and the lumber 


pieces. Here are their promotional methods. Now this Los Angeles firm does a 


$25,000 annual business in legs 
and lumber for furniture for cof- 
fee tables, bookcases, cocktail 
tables and other items. 

Their $3,500 inventory in this 
specialty turns over four times an- 
nually. Special store and window 
displays, plus newspaper ads and 
a four-page folder featuring 
wrought-iron furniture, have 
helped boost volume and put the 
firm in both the wholesale and re- 
tail business in this high-profit 
item. 

“About 18 months ago,” explains 
Norman N. Nussbaum, co-partner 
of the firm, “we had a voluntary 
editorial request from the Sunday 
section of the Los Angeles Exam- 
iner. They were as surprised as 
we were when the article featuring 
wrought iron furniture brought in 
200 letters. Some of these letters 
indicated that the writers were 
store proprietors, who thought of 
our “crescent case” as_ ideally 
suited for gift merchandise and 
modern window displays. We even 
received requests for these mer- 
chandisers from Maine and Ver- 
mont. 

“The demand for these wrought 
iron pieces became so big that we 

Clearly-lettered put the outside distribution in the 
hands of a marketing organization 


60 October 18 


STORE DISPLAY shows both diagonal and hairpin type legs 
placards give prices of each item 
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display merchandiser. 


to allow us to concentrate on our 
local sales.” 

Some 150 square feet in the 
front of the store was cleared for 
a display. Completed furniture 
pieces with legs affixed were 
placed in the store window. A 
direct mail piece featuring 
wrought iron for bookcases, room 


dividers, coffee tables and store 
displays was sent to 2,000 handy- 
man customers. A dozen well- 
placed newspaper ads rounded out 
the promotional program. 

In addition to the sales of lum- 
ber and wrought iron legs, the 
sales of hardware and accessories 


a 


increased 10%, adds Nussbaum. 





| 
| 
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| 











3 Panels—each 14”x 64”! 

Top grade hard board panels! 
Tenon and mortised frame! 

4” legs! 

Brass plated double-acting hinges! 
All wood kiln dried! 
Primed—ready to finish! 


BuILDING Propucts MERCHANDISER 


“Twenty Things to Do 
Before Cutting a Price" 


When faced with a price lower than 
yours on a competitive material list or 
job, what do you do? 

Do you try and get such orders at 
any price? If so, always remember 
that any concession from price—every 
penny of it—comes right out of net 
profit! 

How then, can you turn a price cut- 
ting situation to your advantage and 
profit? 

Get “Twenty Things to Do Before 
Cutting a Price,” the short simple 
guide to successful price management. 

This helpful piece of guidance orig- 
inally pe canon in the January 25, 
1954 issue of American Lumberman 
magazine, as an Art Hood* editorial. 
Its appearance created a large demand 
for extra copies, and it has been amaz- 
ingly popular ever since .. . appar- 
ently, many lumber dealers have price 
cutting problems! 

So, in answer to continued request 
for more and more copies of this help- 
ful guide, we offer “Twenty Things to 
Do Before Cutting a Price,” for 10¢ 
each—in lots of 1 to 20 copies, 5¢ each 
for 21 to 100 copies—mailed in bulk, 
and 3¢ each for lots of more than 100 
copies—mailed in bulk. 

Please make checks payable to: 
American Lumberman, Room 2000, 
—e 139 N. Clark St., Chicago 
2, R 


(*) Editor, American Lumberman. 


LEE LEELA SS, 





|——-BROADWEVE'’S NEWEST SCREEN TRIUMPHi== 


No. 72 


All-Purpose Screen 


The unpainted 
screen you can 
sell under *10. 


Cash in on today’s great “do-it-your- 
self” boom with the ALL-PURPOSE 
SCREEN . . . the screen you can 
paint, varnish, paper . . . cover with 
decals or original art . . . to blend 
with other furniture . . . to match 
any color rug, wall, drape! 





Write for Catalog of all Broadweve Screen Styles! 


This is the screen that is making 
news everywhere! Outstanding for 
its classic beauty and superior de- 
sign... the newest, smartest, best 
screen ever offered in this price 
range! 








BROADWEV 


FURNITURE 
DIVISION 


MODERN VENETIAN BLINDS, INC. 
261 FIFTH AVENUE - NEW YORK 16, N.Y. 
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American Lumberman 


YOUR AD OF THE WEEK 





ADservice 


“Gift List" Handbill gets Shoppers’ Attention 


Dealers who use handbills regularly, doubtless are 
already at work on a special “gift edition.” To those 
who have not included this widely used form of sales 
message in their plans, we suggest that this is an 
excellent time to give it a trial. 

The “gift list” style of layout is highly effective 
for both handbills and newspaper ads. It appeals 
to shoppers because the organized arrangement of 
items helps them make selections. There is prac- 
tically no “waste circulation” of a Christmas-season 
handbill because virtually everyone is a prospective 
buyer. 

Your handbill can be set up by your printer solely 
for that purpose, or it can be a reprint of your news- 
paper ad. Print it in green, or green and red. 

Wide distribution is the key to successful handbill 
advertising. Give consideration to the following: 

1. Handbill can be folded into a mailing piece as 
third-class mailer for both city and rural routes. 

2. Employ high school girls and boys to deliver 
door-to-door to homes in your trading area. 

3. Drop in parked cars 
tions, school events, etc. 


in parking lots, at auc- 


No. 20 of a Series 


4. Include in statement mailings. 
5. Have drivers leave handbill with deliveries. 


6. Nail to board near entrance with “take-one” 
sign. 


Original size of the handbill reproduced below is 
11” x 17”. The same layout can be adapted to a large 
“horizontal” style newspaper ad. 


All mats shown in this suggested handbill are from 
American Lumberman’s ADservice — an exclusive 
plan of advertising aid used by hundreds of dealers 
all over the country. 


To see other ad layouts for year ’round campaign, 
as well as 254 mat illustrations available to dealers, 
write American Lumberman for your free copy of the 
ADservice Book. 





Suggested Copy “A” 


Looking for gifts that are different ... gifts that are sure 
to please? Then it will pay you to read about every item 
on this list .. . and to visit our store and see the dozens of 
other equally attractive and practical gift ideas. 





THIS IS YOUR HANDY Gift Suggestion Check List 

































































YOUR NAME 








PLYWOOD 
TRAIN BASE 
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WALL 


TOOLS 


Meet the Growing Demand! 


The popularity of dry wall construction is grow- 
ing ... and growing fast! That means more and 
more of your customers will need dry wall tools. 
The perfect answer is Goldblatt Dry Wall Tools! 


Big demand? You've seen it yourself. For ex- 
ample, look at these figures: an estimated 7,000,000 
owners of one-family homes need more space. At 
$1,000 a room, the dollar potential of this new mar- 
ket is $7 billion—almost half of the total $15 billion 
volume of new residential construction done in 1953! 
The big part of this work will be dry wall construc- 
tion. 


And that’s a new market—a bonus market in 
addition to the growing use of dry wall in new home 
construction. 


Get ready now to fill your customers’ growing 
need for dry wall tools. Stock and sell the most com- 
plete line of tools especially designed to meet the 
needs of dry wall construction—Goldblatt Dry Wall 
Tools! 


SEND TODAY FOR 
FREE CATALOG 


You'll find this catalog 
is a guide-book to profits. 
Stock and sell Goldblatt Ce- 
ment-Finishing, Plasterers’, 
Dry Wall, Masonry and other 
construction tools and equip- 
ment ... Discover NEW 
customers, NEW sales, NEW 
profits! 


FIRST CHOICE OF THE 
TROWEL TRADES 


Now-hinge ) PINS al? 


LOCKED IN 


On AJAX’S NEW 
SEMI-CONCEALED HINGE! 


NEW “LOCKED IN” PROCESS...keeps hinge pins from falling 
out—ever! Micrometer tolerances eliminate play, pre- 
vent sagging doors. And there’s no increase in price— 
this high quality new hinge sells at competitive prices! 


ATTRACTIVE MODERN DESIGN... helps you sell this distinctive 
hinge. Smart, simple lines go with any architectural 
period...all types of modern pulls and knobs, Available 
in all standard offsets and finishes! 


THERE’S A COMPLETE LINE...of Ajax builders and cabinet 
hardware. If you don’t already stock and sell this fast- 
moving line, find out about Ajax’s unconditional guar- 
antee...attractive color-coded packaging...sales-building 
displays and advertising support! 


Now DRAWER PULL 


-+-in rich, new waterfall 
design, goes with any type 
construction or furniture. 
And three inch centers mean 
big replacement sales! 


“0.663 4° xt" 


There’a no obligation 

te get the details and 

FREE samplei— 

write today! 
= oo oe oe ee oe oe 

Ajex Hard Manuf ing Corp. 

4351 Valley Bivd., Los Angeles 32, California. 

C) Please send me a free sample of your new 552 hinge () 563 pull 


(1) Please send me details of your complete line of Ajax 
quality hardware 





Name 





Ol oeacen () o:staieutorn 


Address. 





Se enueeee 4 


Jj oldblatt) roo. COMPANY 


1924-E Walnut St, Kansas City, Me. 


City. State 
Leese eee eu eee ee eeeenenee 


63 
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NEATLY PILED lumber in the shed stickered with lath painted white is shown above by Frank Borin. .. 


Time-Tested Good Housekeeping Rules 


Twenty-seven years ago Frank 
Borin, president of the F. W. Borin 
Lumer Co., Bloomfield, Neb., typed, 
framed and hung on the office wall 


a set of rules that are still in effect. 
All through the years these rules 
for clean housekeeping throughout 
the yard, have been enforced—and 


the yard shows the results. 
Below is the list of rules, which 

have helped make the Borin yard 

one of the cleanest in the area. 








January 1, 1927 


Things Which Must Be Done Around the Yard 


All lumber must be kept in 
piles and right places: All lath 
must be picked up and put in 
its place. All other material such 
as tile, brick, posts, wire, plaster, 
cement, in fact everything in the 
yard, must be piled correctly 
and kept that way. 

The yard alleys, the back yard 
and in front must be raked once 
a week and oftener. If any car- 
penter work is done in the alleys 
all gravel and dirt must be kept 
away from the ends of the piles 
of lumber so the cement walls 
will show below the piles. Make 
the alleys look tidy and clean at 
all times. 


All tools must be kept in place 
in tool room, and must be put 
back in tool room after use, 
must not be loaned to anyone 
without charging them the same 
as if sold outright, this is as im- 
portant as anything sold in the 

ard, ’ 

All rubbish, empty cans and 
dirt must be kept away from 
linseed oil barrels containing oil 
or any barrels that have roofing 
cement or oils of any kind in, 
the drip trough and room where 
the oils are kept must be kept 
clean on account of fire hazard. 

Do not allow any trash of any 
kind to get under the piles of 


lumber, nor do not throw any- 
thing under there, the pits must 
be kept clean even though they 
are out of sight. 

There must not be one weed 
nor anything else allowed to 
grow i:. the yard nor close to the 
fences outside of the yard. 

The coal bin must be cleaned 
up in front every night before 
closing the day's business! An 
coal scattered along the track 
after unloading cars must be 
picked up and put in bins as 
soon as the car is empty, or be- 
fore if the car stands on track 
over night and has not been 
completely unloaded. 
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we have the 


PROPOSITION 


to launch a dealer on a successful selling 

program. The way to get more sales and be 

part of Winter Seal’s new sales team is to in- 
vestigate; become sold on this service-free 

line that eliminates selling problems. 


SCREENS 7: 


DOORS 


ALUMINUM 
DOUBLE-HUNG 
WINDOWS 
AND SCREENS 


we have the 


PRODUCTS 


to carry out our program. Quality engi- 
neered, respected even by the keenest com- 
petitors and designed to have maximum 
appeal for home owners, Winter Seal’s Hi- 
Strength aluminum line is quality, yet 
priced for the great mass-market. 


SauNLVAA ALITIVNO BZYOW 

















ALUMINUM COMBINATION 
“SLIDING-TYPE” 
STORM WINDOW AND SCREEN 


you have the 


PROFITS 


required to build a sound business future. 
You make more with the nationally-adver- 
tised Winter Seal line because you can 
sell more with our promotions and sensible 
plan for sales action. 


. 
ALUMINUM OW 
FRAMED +++ for complete details of 


JALOUSIES our profitable franchise. Handle this lead- 
ership line for real business growth. 


WINTER SEAL CORPORATION, DEPT. AL-1, MEYERS RD., DETROIT 27, MICH. 
WINTER SEAL OF CANADA, TOROHTO, 15 


ALUMINUM 
CASEMENT 
STORM 
WINDOWS 
AND 
SCREENS 
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Winter Seal . . . Made In Detroit, Sold Coast To Coast And In Canada. 
Also a complete line of Aluminum Jalousie Doors, “One-Piece” Round 
Top Doors, Screens & Storm Panels for all window types. 
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BUILT-IN 


RADIOS 


..+ Only 3%” Deep! 


Fits in standord 4° partition 


Excellent tone and selectivity 


Installed os easily os ony electric outlet 


+ 
+ 
io 
@ For kitchen, bath, bedroom, etc 
7 
. 
. 


Colored plastic panels 
Approved by Underwriters’ 


Retails for $43.50 less ponels 


/4 - 1 Write today for 

4 ‘ specifications and jobber 
i prices 
FLUSH yyALI 


RADIO COMPANY 


1012 AL2 Cleveland St., Clearwater, Fla. 











CASH IN 


RED CEDAR CLOSET LINING 


PACKAGED 
FAST-MOVING 


BROWN’S 
Guaranteed 90% Red Heart-100% Oil Content 
Our national advertising annually produces thous- 
ands of customer inquiries which are turned over 
to our dealers for follow-up. Here is an active 
market for cedar closet lining. Brown's SUPER- 
CEDAR is a fast-moving, 
profitable item and is 
produced by the largest 
and oldest experts in 
the business. Sold only 
through leading jobbers 


and millwork distribu- 
tors. 


Write for Builders Folder and Consumer Booklet 


PRODUCT OF 


GEO. C. BROWN & CO., Inc. 


GREENSBORO, N.C 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WRLD 
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MODEL CABIN is shown to a customer by W. C. Wade, left, owner, Rio Grande 


Lumber Co., Albuquerque, N. M. 


Cabins Popular in New Mexico 


Dealer finds ready sales for rough shelters on do-it- 


yourself or we-build-it basis. 


“Some people find it hard to vis- 
ualize a building, even one as sim- 
ple as a fishing cabin,” says W. C. 
Wade, owner of the Rio Grande 
Lumber Co. in Albuquerque, N. M. 
“That is why we built three sam- 
ples here in our yard.” 

Smallest of the three (10x20) is 
right next to the yard office on 
busy U. 8S. Highway 85. A lot of 
passers-by stop and take a look at 
it. Wade tells them that it can be 
built anywhere in Albuquerque for 
$550. The price is slightly higher 
if built in the nearby Sandia 
Mountains or any of New Mexico’s 
other vacation spots. The price in- 
cludes erection. 


Build-It-Yourself Help 


Of course, the cost is lower if 
the customer wants to build it him- 
self. Rio Grande Lumber will cut 
the lumber and provide advice 
every step of the way. 

An important part of this serv- 
ice is a knowledge of the various 
building regulations set by the 
U. S. Forest Service, the State 
Land Office and other agencies in 
charge of forest lands. 

Rio Grande Lumber Co. will find 


October 


a builder to do the construction, 
if desired. Local builders in vari- 
ous sections of the state are thus 
called upon. 

The other two model cabins 
measure 12x30. One has all-weath- 
er panel walls and the other 
tongue -and- groove siding. One 
model garage is built to show all 
construction details. The second 
is completely finished and has 
kitchen and bathroom fixtures and 
buiit-in furniture. 


Many Uses for Cabins 

“We can show a customer just 
what is available, then we can roll 
up our sleeves and start plan- 
ning,” says Wade. “This is flexi- 
bility plus economy.” 

Wade reports a good response 
since the cabins were built this 
spring. He was surprised by the 
variety of uses customers suggest. 

“We intended these to be fishing 
cabins,” he adds, “but we find 
young folks are building them on 
five-acre plots in the suburbs and 
camping in them while their per- 
manent homes are being built. 
Maybe they’!l truck them into the 
mountains eventually for vacation 
use.” 
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ACOUSTICAL TILE NAILS 
aaa designed for the job 


When installing acoustical tile choose a 
job-designed nail that combines ease of 
application with these special features: a 
head end which allows the nail to be 
driven home without damaging the tiles 
..@ collar which holds the tiles firmly in 
place...annular threading which gives su- 
perior holding power. The nails are fur- 
nished with a plated finish to prevent rust 
streaks where moisture is present. Send 
for free samples and descriptive literature. 


JOHN HASSALL, INC. 


P. O. Box 2156 
Westbury, Long Island, N. Y. 


Le Bay 


| CASEMENT 
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AWNING TYPED 


¢ Aluminum frames 
tailor-made to fit 
your individual re- 
quirements. Available 
assembled, K.D. or 
as lineal stock. 


DETAIL 
SHOWING 
PLASTIC 
SPLINE 


Also available in tilt-in vent models. 


WRITE TO 


L.S. WILSON MFG. CO. 


Dept. B, 7421 S. Loomis, Chicago 36, Ill. 


BUILDING Propucts MERCHANDISER 





How | Plan 
to Go After 


Fall & Winter Business | 


By Frank Saturn, Manager, 
Cayuga Lumber 
Company, 


Ithaca, New York 


Every time I 
get a chance to 
wait on a cus- 
tomer 


ing a room or 
doing over some 
other area of 
the home, I try 
to use all the know-how 


this customer ideas that he would 
not normally have. 


I find that even the clever home | 
makers don’t have the storehouse | 


of ideas that I have been able to 
accumulate over the years, many 


of them from other home makers. | 


Any modernization package re- 
quires a good builder, lots of ideas 
regarding the use of materials and 
a means of paying for the package. 
We provide all three and by doing 
so, we try and make the customer 
a friend and a fan. We know the 
local builders and where they fit 
as mechanics and we build good 
will by recommending the right 
man for the job. We help design 
the customer’s job around the ma- 
terials we have available with 
plenty of alternate ideas to fit 
their budget. With FHA, financ- 
ing is very simple and we handle 
the entire procedure in our office. 


We hope to 
achieve a dual 
gain this fall 
and winter with 
a three-point 
plan. 

We expect, 


By Hubert G. 
Elder, 
Elder Jones 
Lumber Corp., 
Amherst, Mass. 


first, to educate our 


own organization in certain prod- | 


ucts and, second, to markedly in- 
crease the sales of these and re- 
lated items to our customers. 
we plan to do by several series of 
meetings. 

The first meeting in each series 
will acquaint our own people with 
the product, its uses, and what else 
we can wrap up in the package 
with it. The second will be a con- 
tractor meeting and the third will 
be a consumer do-it - yourself 
clinic. 

If we are able to properly get 
over the concept of end-use pack- 
ages, this program should help us 
fill in the winter sales valley and 


at the same time give us the sec- | 
ondary advantages of better con- | 


tractor relations and 
product knowledge by 
people. 


increased 
our own 


who is | 
thinking of add- | 


I have | 
accumulated over the years to give | 








This | 











ALL~STEEL 


KENNAFRAME 


THE OLD WAY 


Wood frames warp, caus- 
ing sliding doors to stick 
or bind. 


THE KENNAFRAME WAY 


Kennaframe can't warp be- 
cause it's all steel, Prefabri- 
cated, adjustable with track 
already installed in header 
for quick, trouble-free 
installations. Versatile Kenna- 
frame takes all wall and trim 
applications. Select from two 
all-steal series. Write for free 
circular No. 89. Kennatrack 
Corporation, Elkhart, indiana, 


(To obtain more data on advertised products see page 110) 













Wi, THE FINAL‘ FEET OF SALE 


PROMPT DELIVERY OF MATERIALS TO THE BUILDING SITE ON SCHEDULE 
by ®. L. Sweet Lu r ee al ee a a a 


tial services Amer mbern dealers provide to contractor cus | 


tomers. Subse $5 0 


This year lumber 


& building products . 


EDUCATION ON NEW PRODUCTS, NEW IDEAS, AND NEW METHODS, as 
exemplified in this contractor show of the Ebenreiter Lumber Co She 


eo boygen, Wis s another of the essential services American Lumbermar 
. r r dealers give contractor customers. Subscriber 7 years, rating—$200 


This year, their $3 billion in sales to contractors 
will account for about 37% of retail lumber and 
building products dealers’ $8 billion total sales vol- 











o 

will he THE FINAL Jj a ee) aye ume. This is an important segment of dealers’ busi- 
ness. It will equal their volume of “direct to consumer” 
sales, and will exceed their sales to farmers and In- 

dustry. 
enne Their contractor sales are to the 119,000 commercial 
f 4 bh {| on of builders who are erecting 70% of the nation’s new 
or S i I homes .. . 95% of whom build fewer than 25 houses 
per year, with the average contractor erecting only six 
houses annually. Naturally, therefore, the amazing 
amount and variety of the lumber dealer’s services 

° ° are absolutely essential to the average contractor. 

building products For contractor customers the dealer acts as local 
purchasing agent, warehouseman, salesman, expediter, 
delivery agent, and guarantor for over 2,000 different 
building products of wood, metal, plastic and masonry 
not including the differences in size, quality and 


to contractors) = = 


Retail lumber and building products dealers also 






as 





AMERICAN 


BUILDING PRODUCTS MERCHANDISER 


Editorial & Executive Offices: Twentieth Floor, 139 North Clark Street, Chicago 2, Illinois 
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PLAN BOOKS, DRAFTING, OFFICE AND WORKSHOP FACILITIES, QUICK 
ACCURATE ESTIMATING AND GUARANTEE OF PRODUCTS SUPPLIED are 
services provided by American Lumberman dealers which are essential to 
their contractor customers. Above, the sales counter of the Borland 
Lumber Co., Oil City, Pa., subscriber—27 years 








DELIVERY AND MATERIALS HANDLING EQUIPMENT of Me 
Yords, inc 


rritt Lumber 
Reading, Pa is typical of heavy mechanical equipment 
bought and used by American Lumberman dealers to serv 
cust@mers.. Subscriber 


ice contractor 


55 yeors, rating—%$500,000 to $750,000 
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HUGE YARD, LARGE INVENTORY OF MATERIALS IN DIFFERENT SIZES AND RENTAL SERVICE ON TOOLS AND EQUIPMENT, of the Hyde Park Lumiber 
' GRADES, PROTECTIVE WAREHOUSING AND RAILROAD SIDING LOCATION Co., Cincinnati, Ohio, is representative of the many essential services 

of Hixon-Peterson Lumber Co., Toledo, Ohio, is exemplary of America 


Lumberman dealer facilities essential to contractor customers. Subscriber 
—56 years, rating—over $1,000,000 


provide their contractor customers with plan and 
drafting services, assistance with financing, customer 
conference facilities, new products and methods in- 
formation, estimating, cutting material to size to save 
hand labor and time on the job, custom millwork 
fabrication, materials handling, scheduling and de- 
livery of materials to the building site, equipment, 
jig and tool rental, ete. . . 

In fact, dealers’ credit, equipment, facilities and 
services are so vital to the average contractor, opera- 
tive builder and building mechanic, that the dominant 
merchandising factor in this part of the building 
products market is the dealer. 


American Lumberman dealers provide to contractor customers. Subscriber 


—38 i rating—$500,000 to $750,000 


For guidance with their contractor sales and serv- 
ice problems, dealers turn to American Lumberman 
& Building Products Merchandiser—their bi-weekly 
business magazine. And there they find exactly the 
kind of case history editorial help they need to profit- 
ably serve and control contractor business. 

As a result, the pages of American Lumberman 
give advertisers prompt access to the interested atten- 
tion of the over 23,000 dealers who control the final 
3 feet of sale for more than 80% of the lumber and 
building products sold to contractors. 


American Lumberman: FIRST IN THE FIELD—1873 e BIG 


DEALER CIRCULATION—over 23,000 retailers © BIGGEST WHOLE- 


SALER CIRCULATION—more than 2,300 ¢ TIMELY—published 


every other Monday, 26 issues per year © MAXIMUM VISIBIL- 


1ry—readable, news format, flat opening saddle-stitched bind- 


ing @ HIGHEST ABC SUBSCRIPTION RENEWAL RATE—77.98% e@ 


RESULTFUL—the prestige, authority and usefulness of its edi- 


torial services increases believability, impact and effect. 


LUNBER 


Published every other Monday 


Financial 6-5380 Other Offices: ATLANTA, CLEVELAND, NEW YORK and the WEST COAST 
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BEGINNER'S LUCK? William Grosse, III, proudly displays the 73”, 46-pound 
sailfish he landed on his first deep sea fishing trip off Pompano Beach, Fla. He is 
is the son of William Grosse, Jr., of the Charles Grosse and Son Lumber Co., 


Waterloo, Ill 


Herman G. Sperling, maintenance 
superintendent, Saginaw (Mich.), 
Lumber Co, was presented with a gold 
watch recently in recognition of his 
25 service to the firm by Walter M. 
Boyd, president. Sperling received the 
watch at the 10th annual banquet of 
the company. 


Thomas T. Sneddon, director of pub- 
lie relations and personnel for the past 
four years, has been appointed assist- 
ant to A. O, Sheldon, vice-president in 
charge of retail operations of the 
Boise Payette Lumber Co., Boise, Ida. 


Larry Mills, Potlach, Ida., has been 
named as successor to Sneddon. Mills, 
former executive secretary to U. S. 
Congressman Hamer Budge, has re- 
tired from politics to devote his entire 
time to lumber work. 


George Stevenson and his son Ar- 
thur, for the past 14 years home build- 
ers in southeastern Michigan, have 
opened a lumber and supply company 
at Lambertville, Mich. The new firm 
will be known as the Stevenson Lum- 
ber & Supply Co. 


Roy O. Martin, president of the Roy 
O. Martin Lumber Co., Inc., Alex- 
andria, recently announced the acquisi- 
tion of the J. H. Johnson Lumber Co., 
Sulphur, La. The acquisition of the 
Sulphur retail yard now gives Martin 
seven retail yards in Louisiana. 
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Martin C. Kuntz, Sr., has been 
elected president of Peter Kuntz Co., 
Dayton, Ohio, building materials sup- 
plier. He succeeds his brother, the 
late Peter Kuntz. 


Lacey Whipple has returned to the 
presidency of Whipple Bros. Inc. which 
operates a group of lumber yards in 
Southern New York and northeast 
Pennsylvania. Whipple stepped down 
from the presidency in 1943 when he 
sold his interest in the firm. His re- 
turn to the office, an announcement 
said, was accompanied by the acquisi- 
tion of a substantial block of stock. 


Edward H. Stewart announces the 
liquidation of the Pollock Lumber Co., 
Carmi, Ill. Stewart, president of the 
corporation, announces that he will 
purchase the remaining yard in the 
Pollock chain at Salem. White County 
Lumber Co., purchased the building 
and inventory of the liquidating firm. 
Leon Kretzer, who managed the Pol- 
lock yard at Carmi, will manager the 
new Stewart Lumber Co. yard at 
Salem. 


Eddy Lumber Co., Flint, Mich., em- 
ployes are perplexed. Recently a man 
drove up to the yard’s display room, 
stopped his car and heaved a brick at 
a plate-glass window. The glass did’nt 
shatter so the man retrieved the brick 
and fired again. The second shot did 
the trick. Now yard employes would 
like to know why he heaved the brick. 


W. M. Ritter Lumber Co., Columbus, 
Ohio, announces that it will move its 
offices to Bluefield, W. Va., by the fall 
of 1956. The firm is one of the largest 
hardwood firms in the country and 
plans to have its own building by 1956. 


A. O. Thompson Lumber Co., Kansas 
City, Mo., formally occupied a new 
general office with a reception and 
open house. More than 500 persons at- 
tended the opening of the new show- 
room design to better display newer 
types of building materials to home- 
owners and builders. 





Southeastern Dealers 
Schedule Three Panels 


The second annual Southeastern 
Dealer Convention and Building 
Material Show will be held in At- 
lanta’s Biltmore Hotel, Nov. 3-5. 

Three panel discussions will high- 
light the business side of the meet- 
ing. Arthur A. Hood, editor, Amer- 
ican Lumberman, will moderate the 
panel discussion on “Marketing.” 

Donald L. Brann, of the Easy- 
Bild Pattern Co., will moderate the 
discussion on “How to Put on A Do- 
It-Yourself Show in Your Store.” 
Don. A. Campbell, executive vice- 
president, Kentucky Retail Lumber 
Dealers Association, will moderate 
a panel on “Financing Sales.” 

Norman P. Mason, FHA commis- 
sioner, will address one of the 
scheduled luncheon sessions. 


Tupelo Honors M. E. Leake 
On Firm's 50th Year 


In what can only be described 
as a glowing tribute, last month 
more than 5,000 Mississippians 
visited Leake and Goodlett, Inc., 
Tupelo, one of the state’s largest 
lumber and building materials 
firms, to congratulate Memory 
Ernest Leake on his 80th anniver- 
sary and the 50th anniversary of 
the firm he helped found. 

The joint occasion was heralded 
with a special issue of the Tupelo 
Daily Journal. Tributes from all 
over the south poured in congratu- 
lating the man whose chief motive 
in life has been to build homes for 
the “little man.” 

Teaming up with his boyhood 
friend R. F. Goodlett in 1904 Leake 
helped found the successful firm. 
After 18 months of manufacturing 
lumber, the two partners saw the 
brighter horizon of buying lumber 
from mills and opened a retail 
yard. 

In 1908, the firm went into the 
construction business. Leake and 
Goodlett was among the first, if 
not the first, to sell homes on the 
installment plan; to prepay build- 
ing materials freight shipments 
and to offer truck delivery within 
a 65-mile radius. 

After the 1936 tornado, the firm 
built 403 homes in slightly more 
than four months. Goodlett sold 
his share of the business to Leake 
in 1933. 
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"With the Gold Bond line my dealers can 


SUPPLY EVERY KIND OF 
INSULATION BOARD !" 


says Jerome C. Hoffman, leading Troy, 
N.Y. building materials jobber. ‘The dealers I 
serve find there are definite advantages and 
savings in handling the Gold Bond Insulation 
Board line,” says Mr. Hoffman. ‘For one 
thing, it’s complete... they can supply every 
kind of insulation board job. And all the 
products are available in any combination they 
want. This is because Gold Bond interior 
insulation board, plank and tile, hardboard, 
insulation sheathing, and shingle backer board 
can be bought in any combinations we want. 
Therefore, we are able to serve our dealers 
better that ever. Buying from one source keeps 
our inventory in better balance and helps 
our dealers keep their inventory in line. As a 
result of handling the Gold Bond Line, Big cial application. This Albany roller rink 


our dealer business has increased every year!"’ is quieter and more pleasant because of Gold Bond 
Acoustamatic Tile on the ceiling, and Insulation Plank 


NATIONAL GYPSUM COMPANY + BUFFALO 2, N. Y. and Board on the sidewalls. 





a 


Lg 


Project building. Gold Bond Insulation Sheathing Add-a-room market. Gold Bond Insulation Plank and 
covers every need: Asphalt-coated, aluminum-painted Tile insulate and decorate this attractive child’s room. 
for best insulation value; Asphalt-impregnated for National magazine advertising helps sell these prod- 

greatest strength plus insulation. ucts to the “Do-It-Yourself” Market. 


rr) ia ; é 
Gypsum Rock Paint 
Board 


Plaster Insulation Acoustical 
an Plank Wool Products Tile 


Build better with 
Products Lime and Tile 


Gold Bond . . INSULATION BOARD PRODUCTS 
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Manufacturers in the News 





SLIDING GLASS DOORWALL UNITS are becoming popular in both low-cost, 
tract development houses and in luxury apartments and modern offices. 


Sliding Glass Door Association Formed On West Coast 


The formation of the National 
Association of Metal Sliding Glass 
Door and Window Manufacturers 
was announced last month by 
Charles B. Morearty, president of 
Vista Sliding Doors Co., North 
Hollywood, Calif. 


Morearty has been elected presi- 
dent of the association; Frank B. 
Miller of the Frank B. Miller Co., 
sSurbank, is secretary. 


Purposes for the formation of 
this new national organization 
are: 

Establish quality standards 
within the usual price brack- 
ets. 


Standardize the nomenclature 
of the industry. 


Standardize the ID and OD 
sizes and shapes so glass costs 
can be reduced and passed on 
to the consumer. 


Point up the advantages in 
using metal sliding glass 
doors. 


Editor to Speak 


Gordon Lawler, managing edi- 
tor, American Lumberman, will 
discuss “Adventures in Building 
Materials Merchandising” at a 
meeting of the association to be 
held in North Hollywood at Stor- 
ey’s Restaurant, 6:30 p.m., Oct: 26. 

Lawler will give a resume of the 
growth potential for sliding glass 
doors and specific methods of pro- 
moting them through wholesale 
and retail channels. 

Members of the new association 
are: Aer-Lite Sliding Glass Door 
Co., Anjac Mfg. Co., Malibu Slid- 
ing Door Co. and Slide View Co., 
all of Los Angeles. 

Other California members are: 
Francis Brothers, Tustin; Emil 
Gallaher, Slide Master Glass Door 
& Window Co., Beverly Hills; Mar- 
shall Door Co., Glendale; Nu-Dor 
Mfg. Co., North Hollywood; Frank 
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B. Miller Mfg. Co., Burbank; Steel 
Bilt, Inc., Gardena; Stewart Screen 
Co., Pasadena; and Vista Door 
Co., North Hollywood. 


Promotion Planned 


A long-range program of adver- 
tising and public relations is be- 
ing developed to acquaint archi- 
tects, contractors and dealers with 
the new association. For further 
details write Frank B. Miller, 
P.O. Box 1001, Magnolia Park 
Station, Burbank, Calif. 


Set Shipment Record For 
Insulite’s 40th Birthday 


The Insulite division of Minne- 
sota and Ontario Paper Co., Min- | 
neapolis, celebrated its 40th anni- 
versary last July by shipping from 


its mill at International Falls, 
Minn., 42,187,000 square feet of 
structural insulation fiber board. 
This is the highest monthly total 
in the division’s 40-year history, 
and the record-breaking shipment 


Ee 


BUILDING BOOM and home remodel- 
ing have created a demand for struc- 
tural insulation fiber board and helped 
Insulite set a new record for monthly 
shipments by the firm. 


took place during the same month 
Insulite made its first commercial 
shipment in 1914. 

The more than 42 million square 
feet of Insulite produced last July 
would be enough to sheath about 
20,000 average homes. More than 
1,700,000 hardwood trees were re- 
quired to produce the _ record- 
breaking footage, according to 
Robert Faegre, executive vice- 
president of Mando. 


J-M Lok-Units Cut Shingle 
Handling Time, Costs 


Lok-Units for more efficient han- 
dling of bundled asphalt shingles 
are a recent development of Johns- 
Manville building products divi- 
sion. 

Essentially, Lok-Units are stacks 
of shingle bundles spot-glued to- 
gether and resting on U-shaped 
straps. The units are built up by 
placing the first two bundles with- 
in a pair of narrow steel straps 
which are shaped like a shallow 
“U” with two projecting flanges 
that allow space to insert the forks 
of lift equipment. Succeeding lay- 


ers are three bundles wide and 
criss-crossed until the total height 
is reached. The layers are glue- 
locked together with an ingenious 
“one-way” glue. 

The glue is called “one way” 
because it has high horizontal or 
sheer strength to prevent shifting, 
but has low vertical adhesiveness 
so individual bundles may be lifted 
off without trouble. The glue holds 
the Lok-Units firmly together 
throughout every step from fac- 
tory to job site, yet the units can 
quickly be disassembled for use. 

Lok-Units are adaptable to prac- 
tically all styles of asphalt shin- 
gles. The Lok-Unit service is 
available at no extra charge to 
dealers. 


(continued on page 74) 
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for 


contemporary fireplaces 
that draw... 


SS iela 4 


HIGH 
QUALITY 
LUMBER 
is 

NO 
ACCIDENT 





-» - WE 
WORK 
AT 

iT! 


Eleven hundred of us, as a matter of fact. We manufac- 


ture lumber to precision standards from prime, high- Let Donley experience brighten your sales future, Today, 
the building trend is to modern ranch style 
products that are the most dependable, durable, work- homes. Fireplace needs have also 

“gone modern”. To meet the 

demand, Donley Brothers have 

efficiently. Get in touch with us on your next order! engineered double-faced 

fireplaces ... projecting 

comer fireplaces ... 

and three faced fireplaces 

... all incorporating the 

finest in contemporary design. 


altitude timber. We're determined to turn out forest 


able. Whatever your needs, we can fill them quickly, 


Producers of plywood, end- 
matched flooring and siding, 
large timbers and more than 500 


other lumber items. Mixed cars Donley furnishes all the necessary metal - 


components ... complete plans, drawings and other helpful 
information, to assist your customers in successful fireplace 


NN Au building. For fireplaces that draw . . . specify Donley. 


a specialty 


DONLEY PRODUCTS IMPROVE THE HOME 


Producers of HI-HEMLOCK® FREE TO DEALERS inquiring on com- 
FIR and CEDAR pany letterhead...a 78 page book 


HLHEMLOCK registered telling all about indoor fireplaces. t 
U. S. Patent Office 
Member West Coast Lumbermen’s Association 
WILLAMETTE NATIONAL LUMBER CO. | ~ 
PLANTS AT CORVALLIS AND FOSTER, OREGON 


WILLAMETTE VALLEY LUMBER CO. THE DONLEY BROTHERS COMPANY 
PLANT AT DALLAS, OREGON 2086-DB 13928 Miles Avenue, Cleveland 2, Ohio 








3UILDING PropucTts MERCHANDISER (To obtain more data on advertised products see page 110) 73 








On the job proof you 
save 4 ways with 
Upson All Weather Sheathing 


An expensive 

contemporary home sheathed with Upson 

All Weather. The sheathing was exposed to extremely 

bad weather for 30 days. However, weather didn’t 
bother durable Upson All Weather, 


A custom built home; a project where every 
penny counts... no matter what the job 
Upson All Weather Sheathing gives you a 
better finished job at less cost. 


Upson’s research and advanced manufacturing 
methods make possible highest quality, plus 
offering a sheathing with four big savings! 


T Upson All Weather Sheathing costs less to 
buy. Check price lists. Compare! 


Eliminates costly corner bracing. Meets and 
exceeds requirements of FHA Technical 
Circular No, 12. 


Slashes application costs two ways. King 
sizes reduce application time. CuraSeal 
waterproofing means continuous work. 


Material wastage pared to almost nothing. 
len different sizes let you buy sheathing to 
fit the job. 


For complete details, mail coupon today! 


THE UPSON COMPANY 
1410 UPSON POINT, LOCKPORT, NEW YORK 


Please rush me complete details on Upson All Weather 
Sheathing. 


NAME 
COMPANY 
STREET 
ciry 





(To obtain more data on advertised products see page 110) 


@ King sizes mean one or two panels 
cover an entire wall area. Application 
time cut 50%. Window cut out after 
applying, pieces used elsewhere. 


@ On a project Upson All Weather 
Sheathing really an costs. King 
size 8’ x 16’, 18 or 20’ lengths 
mean two men can do work of four. 


@ On quantity jobs, Upson will 
supply soffits exact size. Save! No 
cutting on the job, No waste. Rugged 
All Weather takes roughest weather. 


proven quality 


you can trust 








COMPANIES ANNOUNCE 





Kaiser Aluminum & Chemical Corp. 
announces it will start construction 
about Jan. 1, 1955, on a multi-million- 
dollar sheet and foil rolling mill on a 
2,500-acre Ohio river frontage near 
Ravenswood, W. Va. The new mill is a 
major step in the expansion of the 
company’s fabricating facilities to 
meet the growing demand for all types 
of aluminum products. It will substan- 
tially increase Kaiser’s existing sheet 
and foil capacity which is concentrat- 
ed on the west coast. 


L. A. DePolis has been appointed 
general sales manager of the Indus- 
trial Truck Div. of Clark Equipment 
Co., Battle Creek, Mich. DePolis was 
formerly sales manager for Ross Car- 
rier Co.; when Ross was acquired by 
Clark last year, he became assistant 
to the vice-president in charge of in- 
dustrial truck sales. 


Georgia-Pacific Plywood Co., Olym- 
pia, Wash., announces the appointment 
of John J. Hickey as vice-president 
and general sales manager. Hickey 
joined Georgia-Pacific a year ago as 
assistant advertising manager. 


Lumite Div., Chicopee Mills, Inc., 
New York City, announces that Wil- 
liam A. Richards has recently joined 
the firm and will act as southern rep- 
resentative for their products which 
include Fiberglas screening and Saran 
screening. 


Victor Ventilator Co., Cincinnati, 
has appointed Marvin Weiss Co. as 
Chicago area representative for the 
complete line of Victor ventilator 
products. 


United States Gypsum Co. an- 
nounces two appointments in the firm’s 
western region. Edward L. Busch, for- 
merly manager of the northern Cali- 
fornia district, has been named divi- 
sion manager of the southern Pacific 
division. He replaces G. V. Lane, who 
was named merchandise manager of 
dealer sales. Howard B. Solberg, for- 
merly line salesman for U. S. Gypsum 
in Portland, Ore., has been named to 
fill Busch’s former post. 


United States Plywood Corp., New 
York City, recently completed a series 
of personnel changes when 
Hunt, formerly Midwestern Div. man- 
ager, was appointed a vice-president 
and a director of the company. The 
new Midwestern Div. manager is J. O. 
Dempsey, who joined the firm as office 
boy in 1928. Previously he was man- 
ager of the Cleveland branch. Named 
as manager of the Northwestern Div. 
was Robert L. Heustis, manager of the 
firm’s Seattle branch. M. T. Young, 
previously Buffalo branch manager, 
replaced Dempsey as manager of the 
Cleveland branch. Darrell Temple, 
peorey assistant to the Detroit 

ranch manager, succeeds Young as 
manager of the Buffalo branch. New 
manager of the Portland branch is 
Robert M. Kruse, formerly a salesman 
in the Portland area. 


Revolvodor International, Inc., San 
Carlos, Calif., has been awarded the 
contract to install 21,000 Revolvodors 
in the Jersey Village Housing Project, 
Houston, Tex., according to an an- 
nouncement by Ted Youngdorff, vice- 
president and director of sales. 
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Forest Fiber Products Co., Forest 


° . 
Grove, Ore., has ; inted W. B. U S d p | 1, 
Gants" gona’ ants,iapreinted W.2 | Upson striated Panels give homes 
His territory will cover Minnesota, 
lowa and the Dakotas. Rood will make 


his offices in Des Moines. added quality appeal at 


Stanley Works, New Britain, Conn., 
announces the establishment of a 
western region in its sales territories t t 
of the hardware division. Arthur H. no ex ra cos 
Uhler will be regional manager with 
headquarters in Los Angeles. The new 
western division will include Arizona, 
New Mexico, Washington, Oregon, 
Montana, Idaho, southern California, 
Hawaii and E! Paso. Charles S. Smith, 
Jr., continues as district manager in 
northern California. George A. Mills 
will represent Stanley in southern 
California, Arizona, New Mexico and 
El Paso. James H. Blaikie will repre- 
sent the firm in Washington. Arnold 
A. Johnson will be sales representa- 
tive in Oregon and Norman W. Osborn 
has been appointed to the territory of 
Idaho and Montana. 


Upson Striated 

Panels as a fourth wall; 

just one way to add beauty to your homes. 
TWENTY FIVE YEAR CLUB of the 
Wood Conversion Co., St. Paul, manu- Fou should see and feel a piece of Upson Striated 
Ree sails ceca Panel to fully appreciate its quality and beauty. 
seven new members to bring the club’s e Upson Striated Panels paint 
membership to 68 and elect a new smoothly, easily. No sanding or your home apart from run of the mill com- 
president. Shown, left to right, are: ee ee — to _— petition. Give women prospects extra push to 
A. O. Anderson, Cloquet, Minn., retir- eRe Se ee Sees Geet. Upese close the deal. And give men a feeling of 
ing president; Myrtle Hjelm, St. Paul, Striated Panels add beauty that sound investment 

secretary; Lester Harrison, St. Paul, lasts a lifetime. , ; . 

newly-elected president; Leonard R. The cost to you? Surprisingly little compared 
Larson, Cloquet, vice-president; and with other materials. Upson Striated Panels are 
LeRoy E. Mallory, Cloquet, treasurer. easy to apply in the conventional manner. They 
won't shatter or splinter. Withstand extreme 
impact. Are a full '4” thick. 


Upson Striated Panels, tastefully used, will set 


American Wood Preservers Associa- 
tion, Chicago, announces that W. D. 
“Jack” Kenney is starting his 26th 
year as an engineer for the associa- 
tion’s service bureau. Kenney is a 
recognized authority on use of wood 
in heavy construction, including foun- 
dations, bridges, trestles and other 
structures. 


Upson Striated Panels are easy to paint, too. 
Paint them single tone or try the new two-toned 
paint job for something really beautiful! 


Start right now to give homes you build a quality 
appeal at no extra cost. We'll send you a free 
, it sample and an Idea Sheet showing exciting 
Southern Screw Co., Statesville, ways you can use Upson Striated Panels in your 
N. C., under its $2’ million expansion e A closeup of Upson Striated homes. Just mail the coupon. But do it now 
program, has added four new fasten- Panel. Note the clean, smart look- before you forget. 

ers to its line. They are machine ing surface. Upson Striated stands 


screws, tapping screws, hangar bolts up to hard knocks and bumps. For FREE sample and Idea Sheet, mail coupon today! 
and stove bolts. 


Master Rule Manufacturing Co., 


Middletown, N. Y., to better serve the THE UPSON COMPANY 
home territory, is introducing Jack 1410 UPSON POINT, LOCKPORT, NEW YORK 
Leenaarts to its customers. Leenaarts 


. . Please send me FREE Idea Sheet and o pre-decorated sample 
previously sold in Holland for 13 years of Upson Striated Panel plus application directions. 
and developed an enviable export vol- 


time to the steel tape and wood fold- proven quality 00K 
ume in England, Finland, Belgium and COMPANY 
Switzerland. He now will devote his STREET 
ing rule business. you can trust city 








(continued on next page) 
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’ 
STICKS AND STAYS pir 





WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood of plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 


will NOT SHRINx 





Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What's more, 
Sarkem’s Rock- 
Hard Water Putty 
oy you by far the 

st profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Meny patching materials may shrink 
fall out or chip off. Durham’s Rock-Hard 
Water Putty docs not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel +r or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical, Just mix with water as 
needed. * Packed twelve 1-lb. cans or six 
4-1b. cans to ease. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industria) users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 


( Here's the one that \ 
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WHAT ARE THE IMMEDIATE, AND THE 
LONG RANGE BUSINESS PROSPECTS FOR 
LUMBER AND THE OTHER WOOD 
PRODUCTS YOU SELL? 


Just released .. . the Weyerhaeuser Tim- 
ber Company report, “America’s Demand 
For Wood, 1929-1975" .. . a detailed 
study made by the Stanford Research 
Institute of Stanford Cal- 
ifornia, 


University, 


This authoritative report forecasts the 
immediate, and the long range demand 
for lumber, insulating and hardboard, 
and other wood products, in new resi- 
dential construction, home maintenance 
and repair, ete. It's an exhaustive study 
which tock « year and a half to make. 


Read the results of this important study 
see the October 4th, and this issue of 
American Lumberman magazine! 


And make sure that your business asso- 
clates, executives and salesmen also read 
this far-reaching report, Reprints: 1 to 
20 copice——29¢ each, 21 to 499 copies— 
21¢ each,* 500 to 749 copices— 17¢ 
each,* 750 to 1,000 copies — lLi¢ 
each,” additional 1,000's — 7¢ each.* 


(*) Mailed in bulk, 


Inquire of, and make check payable to; 


AMERICAN LUMBERMAN 
ROOM 2000, REPRINTS 
139 WORTH CLARK STREET 
CHICAGO 2, ILINOIS 
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Prefinished Wall Squares Packed in Handy Cartons 


Barclay Manufacturing Co., New 
York City, announces the intro- 
duction of an entirely new pre- 
finished hardboard wall panel 
which requires no skilled labor to 
apply and comes packaged in 
handy, take-home cartons. 

The new product, called Barclay 
Square, is a 16-inch square plastic 
coated panel available in tile pat- 
terns, solid tones and selected 
wood grains. It sells at about 40¢ 
per square foot by the carton. 


Barclay Squares are packaged 
in tough corrugated fiber boxes 
engineered to safeguard against 
scratched surfaces, broken cor- 
ners and edges. Spoilage and in- 
ventory loss through careless han- 
dling are eliminated. Each box 
contains 18 panels, enough to cov- 
er 32 square feet, and weighs less 
than 28 pounds. 


As a result of close manufactur- 
ing tolerances, an entire wall can 
be covered by an inexperienced 
applicator and all mortar lines 
will match perfectly. 

The new size is itself an impor- 
tant advantage. Being smaller 
than any other prefinished panel, 
Barclay Square is easy to use in 
tight quarters where bulky sheets 
are hard to manage. 

A new rubber-base adhesive has 
been developed for the squares. 
This material is applied directly 
to the wall and has an “open time” 
of 25 minutes. 


West Coast Association 
Adds Dickerson, Kimbell 


Richard Guy Kimbell, Jr., a 
familiar name among lumbermen, 
has been added to the staff of West 
Coast Lumbermen’s Association, 
Portland, Ore. Kimbell will be 
assistant to T. K. May, director of 
technical services. 

May announced that the addi- 
tion of the 32-year-old Kimbell to 
the technical staff of the associa- 
tion will release George D. Ward, 
staff engineer, for more intensive 
work on the Douglas fir use book. 
The new book has been three years 
in preparation. 

Raymond T. Dickerson has also 
been added to the association staff 
and the West Coast Bureau of 
Lumber Grades and Inspection, 
H. V. Simpson, executive vice- 
president, announced. During the 
past year Dickerson has been affili- 
ated with David S. Pattulo, Port- 
land attorney and certified public 
accountant, who was recently ap- 
pointed temporary assistant attor- 
ney general of Oregon. 





School Fire Shows Effectiveness of Aluminum Insulation 














UNCHARRED PORTION OF BEAM, 
protected by Infra multiple accordion 
aluminum insulation demonstrates the 
material's effectiveness in preventing 
heat and vapor penetration at the New 
Bridge Elementary School, New Mil- 
ford, N. J., during a roof fire. 


The effectiveness of multiple ac- 
cordion aluminum insulation was 
graphically demonstrated when 
the ceiling beams of the New Mil- 
ford, N. J., were inspected prior 
to renovation after a fire. 

Though the fire destroyed most 
of the roof area above four class- 
rooms, there is a distinct line of 
demarcation showing how Infra 
insulation protected part of the 
bearas. The ceiling beams above 
the Infra insulation were charred; 
the parts of the beams that were 
in contact with, and below, the in- 
sulation were undamaged. 

Surfaces of multiple accordion 
insulation have a heat absorptivity 
of 3% and a heat reflectivity of 
97%. Installed in ceilings, roofs, 
floors, walls and crawl spaces, this 
type insulation gives excellent pro- 
tection against heat and vapor 
flow and condensation formation. 
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Dealers everywhere have found 
this to be true. Are you getting 
your share of this profitable business? Send 
for literature and familiarize yourself with 
Stewart products. In addition to fence, 
there are scores of iron and wire products, 
and every item fits into the building field. 
Write for catalogs today. 

Chain EE 

Link 

Wire 

Fence 

in 


several 
types 








fron 

Picket 

Fence 

in many styles 


OTHER PRODUCTS — 
Settees @ Flagpoles 
Steel Folding Gates 
Bronze Plaques 

Wire Window Guards 
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THE STEWART IRON WORKS CO., Inc. 
2151 Stewart Block, Cincinnati 1, Ohio 
Experts in Metal Fabrications since 1886 


IRON anda WIRE 


FENCES 





HARDWARE 
9 {NTS 


FRICTION CASEMENT ADJUSTER 





Design, construction and finish have distinguished IVES 
Specialty Hardware as the finest obtainable. Typical is this 
Friction Casement Adjuster of brass or bronze. Featuring 
the utmost simplicity in its unmatched, square design, the 
unique construction assures a constant friction which elim- 
inates the need for manual adjustments. You'll recognize it 
at once by the IVES . . . Extra Quality Touch! 


... other IVES specialty items... 


x) © ee | @ @ 
ba ed a Ww 
vanes DRAW PULL (137) SH 
CHAIN aaa a UTTER 


for the EXTRA QUALITY touch! 


THE H. B. IVES COMPANY - NEW HAVEN, CONN, U.S.A 
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Mohawk 


FLUSH DOORS 


WITH THE WARP-FREE CORES 


are a big factor in the 


sale of nationally famous 
Y 
Place & Co. Homes! 


Mohawk Flush Doors are used ex- 
clusively in over 3,000 Place & Company 
Homes. It’s no wonder! Hiawatha 
birch-trimmed exterior doors create 
attractive entrance-ways and add de- 
finite sales appeal to their homes. Like 
the Mohawk Exterior Lited Doors and 
Interior Flush Doors, they are manu- 
factured by the most modern methods 
and with the very finest materials. 
These factors, plus their warp-free 
cores and 3/16" matched exterior faces, 
make them today’s best buy. 


Watch your door complaints turn 
into compliments. Watch new profits 
come your way when you offer this 
superior line of top-quality, trouble- 
free doors. End your door problems 
now! Send coupon today! 


NEW HIAWATHA EXTERIOR DESIGNS 


dc : 
Sen —_ : Mohawk Flush Doors, Inc. 
Today! —» + 3386 Hammond Avenue 
° Elkhart, indiana 


| : 
Mohawk FLUSH DOORS eg Nemeg BFR son 


interior Doors, 1 Exterior Doors, 
0 Hiawatha Birch Trimmed Ex 
——T-= 3386 Hammond Ave. |: 
Elkhart, indiena 


terior Doors. 
Ll : Nome 


« Address 
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YOUR PROFITS 
WITH 


WEST COAST 
DOUGLAS FIR 


Why let unneeded sizes crowd 
your yard? Ajir-King ships the 
best green Douglas Fir as you 
want it— specific lengths and 
widths to 24-ft. — fast. 


Let us demonstrate. 


MANUFACTURING 
CORP. 


WB Tefetae ME @)d-1e (oye! 
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|THE LUMBER MARKET 


Oregon Log Shortage 
Raising California Prices 


SAN FRANCISCO Northern 
California’s lumber market con- 
tinues strong, with a tendency 
toward rising prices. Volume is 
good im practically all lines which 
are well distributed throughout 
the country, particularly dry up- 
pers. 

Bill Farley reports that Pacific 
lumber, for the first time in two 
years, has raised prices “in order 
to get the differential adjusted.” 

Sidings are emerging as key 
items and prices in a representa- 
tive group range through $141 for 
lox; $147.50 for 52x8; and $162.50 
for °x10 to $210 for *x10. 

Douglas fir, redwood and pine 
are “very strong” and mills, be- 
ginning operations after the long 
and costly strike, now have sub- 
stantial back order files. 

A log shortage seems to be de- 
veloping, with the Oregon mills 
getting away from the California 
market and shipping East for bet- 
ter prices, except for boards and 
uppers. 

Generally speaking, there seems 
to be more demand than there is 
lumber. Dried prices are up, al- 
though green prices have remained 
fairly level. 

In the redwood field, the Cali- 
fornia Redwood Association re- 
ports August production of 55,295 
(sawn products in M feet B.M.) 
and 14,329 in white woods with 
total redwood production for the 
year to date of 397,389 and white 
woods 88,954. 

Redwood shipments in August 
totaled 56,074, highest in the last 
four months with shipments for 
the eight months of 389,033 as 
against 349,671 in the same eight 
months last year. 


All Prices Firm 
in Baltimore Area 


BALTIMORE — The lumber 
business here moving into the first 
fall month not booming, but with 
quiet confidence. In the opinion of 
most dealers there is little room 
for more inflation in the genera! 
economy. 

Southern pine, short leaf, seems 
to be in a firmer trend, holding to 
the higher prices noted in the last 
report. 

Its opposite number, fir from the 
west coast, is likewise strong at 
the moment, although yard opera- 
tors say they think there will be 
dip in a month or so. The western 
strike firmed up prices on fir, but 
there were enough non-union mills 





operating to keep the market sup- 
plied. 

Dimension lumber which is now 
laid down here for around $104 to 
$106 for the No. 1 common with 
20% No. 2 will slacken off to 
around $98 to $100 later, it is be- 
lieved. 

Yard owners will ease off in pil- 
ing up inventories in a few weeks 
on any lumber, a tax-saving meas- 
ure in view of the Maryland levy 
on year-end inventories. 

Much fir is now coming in via 
the water route, a slight saving 
all around. 

Oak flooring is quite firm as the 
end of the big building year is 
reached, up around $5 to $8 per M. 
A sampling of delivered prices 
here shows for 25/26 inch material 
$193.50 per M for clear white oak, 
$203.50 for the red oak; $189.50 
for select white, and $193.50 for 
select red; $170.50 for No. 1 com- 
mon white, and $172.50 for the 
red; and $122.50 for the No. 2 
common. 


Logging Hoot-Ow!l Shifts 
Race Winter Freeze-Up 


TACOMA A strong tide of in- 
quiries and a heavy file of orders at 
good prices indicate a steady and 
improving market. Confronted with 
this situation, mills are taking ad- 
vantage of the excellent weather to 
maintain high production. 

Many logging camps are operat- 
ing hoot-owl shifts and working on 
a six-day basis to provide for im- 
mediate and winter demands before 
adverse weather sets in. 

Plywood inventories are reported 
down 40% to 50% of normal, and 
mills are adding extra shifts and 
men. 


Lumber Nationally 


Lumber shipments of 525 mills 
reporting to the National Lumber 
Trade Barometer were 1.1% above 
production for the week ending 
Sept. 25. In the same week new 
orders of the reporting mills were 
1.9% below production. Unfilled 
orders of reporting mills amounted 
to 44% of stocks. For the report- 
ing softwood mills, unfilled orders 
were equivalent to 25 days’ pro- 
duction at the current rate. Gross 
stocks were equivalent to 52 days’ 
production. 

For the year-to-date, shipments 
of reporting identical mills were 
2.4% above production; new or- 
ders were 5.1% above production. 

(continued on page 81) 
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Gate City Advertising + Gate City Merchandising 


= more window sales! 


It's no trick today getting the customer into your store but it is becoming 
increasingly difficult to satisfy his particular requirements... and this applies 
especially to his desire for new window types. 


Awning windows are more and more in demand and Architects, Builders and Consumers 
are reconizing Gate City Awning Windows to be the finest on the market. 


To help you sell its’ windows, Gate City supplies you with all kinds of selling aids; 
Photo Folios, Catalogues, Mailing Stuffers, Radio Spots, Advertising Mats, Reprints 

and appealing Floor Displays. In addition, extra sales support is provided by extensive 
national advertising to bring the Gate City story right to your potential customer. 


If you are not a Gate City dealer now, and would like to benefit from this concentrated 
selling effort, fill out and send in this coupon TODAY. 


| GATE CITY SASH & DOOR CO., DEPT. AL-10 
P.O. Box 901, Fort Lauderdale, Fla. 





AWNING WINDOWS Gentlemen: I would like complete information on Gate 
City Wood Awning Windows 


| 
| 
Fema Tailed, for Long Life | Name | 
| 
| 











| Address 
“Window Craftsmen for over 40 years” City Zone State 
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2O ANACONDA 
Mills | corre 


O MINING COMPANY 
SERVE 
You / Lumber Department 


| 
dan BONNER 


Prompt and minis | 


Delivery on MONTANA 


\ Sugar and Ponderosa Pine 
Shop and Selects 























\ Ponderosa Pine Boards DURABLE 


Douglas and White Fir Low Cost 
Shop and Selects FARM 
Douglas and White Fir BUILDINGS 

Dimension and Boards 


with J. NEILS 
- Redwood TREATED POLES 


\ Ponderosa Pine and Fir ies mn” 
Mouldings ean <= ya 
v Pine Sash and Panel Doors 


More and more of your cus- 

torners are asking about 

treated pole frame construc- 

tion because it costs less... 

lasts longer. Treated Lodge- 

pole Pine from J. Neils is the 

answer to their needs and to e 

increased sales for you... 

J. Neils poles are straight, BRRUI.1:]4°aea@e). lated 

strong—selected from our 

own timberlands...and treat- 

ed (penta or creosote) in our MILL AND TREATING PLANT 

: own plant. Mixed cars can 
Montgomery Street pe Oi Ses include poles with treated or 

ee oo eee @ OTP EEE | untreated lumber. Write for LIBBY, MONTANA 


information. 


Tarnrer.Wenustrer & Jounson., Ine. 


AT 
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Seattle Buyers Cautious, A sta aillate 


Awaiting Lower Prices 


SEATTLE—Prices are firm to a new development 
little higher with most quotations j 
at or near the figures current at by 14) 
the end of the strike. While there 
is some caution in buying in the 
hope of lower prices, demand on 
the whole is good. Upper fir and 
hemlock items are steady to firm. 
Green fir dimension is a dollar 
stronger. Boards are firm and 
hard to get. The mills are not 
making them in large volume due 
to the trend to use of plywood 
sheathing. Dry hemlock dimension 
is a little easier because of im- 
proved production. Some losses 
have occurred in transits but the 
situation has turned for the better. 

Shortages of logs is plaguing 
production of shingles and cedar 
lumber. Shingles are still scarce. 
Prices of No. 1 and 2 perfections 
and the same grades in 5X are 25¢ 
higher. Prices of cedar siding are 
firm and steady and like shingles 
are hard to buy. Many orders are 
placed for 60 to 90 day shipment 
with prices to be quoted at time 
of shipment. Pines are steady and 
so is Engelmann spruce. 

Large orders for lumber have 
been placed by Australia and 
South Africa in spite of soaring . ° 
freight rates. ... Lasts four times longer than ordinary 

Indian summer weather in the : 
Puget Sound area during most of blades...yet never needs resharpening! 
September is acting as a spur to 
production and log input if this .--And Provides Big 33%3% 
continues may be expected to | 


> J 
largely overcome the shortages | Profit Margin! 








still existing in many areas. Here is the first real cost-cutting development 
yet made in circular saw blades! The new 
Western Pine SKIL Two-Way Blade. . . lets your customers 
Pears werd 885 welts pinkie save three ways: (1) Gives ore e times - 
to the barometer of the Western REVERSIBLE! Unique tooth de- mew al 1} dele ee ‘ 
Pine Association for the week end- SP EE SEE EER, Gives Polen SKIL Te -Way Blade is top qualit 
ing Sept. 25. Production, including Ge Gump Sapen Mey be re " " t* cial A i P a 0k 
s-hases was 91,024.000 feet. Or- versed again and again! throughout: Specially-treated alloy steel, 50% 
cere See Seen ot. VE harder than ordinary blades. Precision- 
ders were 99,221,000 feet, 9% =. | ground, uniformly-set teeth of patented de- 
production. Shipments were 90,- R//) sign. Special no-glare, rust-resistant finish, 
283,000 feet, 0.8% below produc- Constant diameter for uniform cut-depth. All 
tion. insure controlled cutting performance under 
Unfilled orders at the end of = toughest job conditions... provide economy 
this period were 270,744,000 feet. : and work features customers go for! 
And the SKIL Two-Way Blade is backed 
Southern Pine sige am hanch sate lovding  Giutor decor pomonione, to enete "ailing? 
There were 139 mills reporting | edges cut. Always a sharp cutting impact at the user level for this revolutionary 
to the barometer of the Southern | CoP ee He ree wet blade advancement! 
Pine Association for the week end- 


ing Sept. 25. Production was 20,- | 

727,000 feet. Orders were 19,104,- 

000 feet, 7.83% below production. 

Shipments 20,22 SHOP 


were ,221,000 feet, HOME TOOLS 
2.44% below production, 7.83% DISPOSABLE! Four times longer 
below orders. life! Saves on needless resharpen- net en eae, 
. y f 
Orders were 13.71% below the ing! Low over-all cost makes dis- 


ppt he mas +f 5033 Elston Avenue, Chicago 30, IHinols 
. al pra a n ov 
three-year average; shi pments posal p when wor 3601 Dundas Street West, Toronto 9, Ontario 


were off 8.66%. CONTACT YOUR SKIL WHOLESALER! 
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Lumber Prices at Press-Time 


The following index is intended merely as a check on buying practices. It is a compilation 
and average of mill prices at press time and should not be considered as current on the day 
the magazine is received. The prices should be useful in following market trends and as a 
check on purchases made approximately ten days before receipt of the magazine. 


DOUGLAS FIR 


Vertical Grain Flooring 


B&Btr. 
180.00 


Drop Siding 


1x6 (Pat. # 
1x6 (Pat. % 


Ceiling 


170.00 
170.00 


138.00 
130.00 90.00 


Boards and shiplap and 2” (Green) 
be 6 1x8 1x10 1x12 
No ’ 70.00 ; 72.00 
No, 2 64.00 67.00 
Me. 8 csveesseueee 5.00 60.00 


No. 1 Dimension 

12’ 14’ 20’ 
717.00 177.00 g , 5.90 
x 6 76.00 79.00 ’ , 3.00 
x 8 78.00 77.00 7 ‘ 76.00 
x10 76.00 78.00 5. 76,00 
<12 76.00 74.00 75.00 


4 
2 
2? 
2 
9 


No. 2 Dimension 
2x 4 72 00 72.00 7 00 
2x 6 171.00 74.00 h Q 00 
2x & 71.00 70.00 69. i} 2.00 
2x10 71.00 70.00 i iS 59.00 
2x12 71.00 69.00 7 00 


No. 3 Dimension 
2x 4 
2x 6 
2x s 
x10 
2x12 ‘ ones 
(Add $15.00 ‘for Dry lumber) 





RED CEDAR SHINGLES 


Royals 
No. 1 24” /2 14.60-15 
No, 2 24° / 50- 9 
No. 3 24” 4/2 00- 4.2 
Perfections 
No, 1 18” 
No. 2 18” 
No, 3 18” 
XXXAXX 
No. 1 16” 5/2 1.00-11.! 
No, 2 16” 7 7.26- 7. 
No, 3 16” 5.25 





WESTERN RED CEDAR 


Prices for Western Red cedar siding 
in mixed cars, new bundling, SD’ to 10’ 
are: 

Beveled Siding, % inch 

’ “An 
% by 4 inch... 95.00 
by 5 inch.... . 77.00 
by 6 > SE 110.00 
by 8 inch....145.00 135.00 

bane Sengntow ‘Siding, % inch 
neh 176.00 170.00 
10 inch 200.00 195.00 
12. inch 196.00 175.00 


Fintsh, B and Btr, 82 or 458, 
# to 10 or Rough 
8 


Celling of Fleoring, B and Btr, 
3 to 10° or Longer 
B&Btr. Cc 
125.00 


5. 
135.00 126.00 
Discount on mouldings, 6’ to 20’ odd 
lengths. 
Series 8,000 
Listing under 4.00—list plus 35%. 
Listing 4.00 and over—list plus 35%. 


Clear fattiee, S/l@ x 1%"—2 to -. 
100 lin. ft 
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WESTERN PINES 


Ponderosa Pine 
6/4 RW 


and 
4/4 RW 6/4 RW 8/4 RW 
265.00 270.00 280.00 


Selects 
S82 or 48 
C & Btr. RL 
Shop, 828 
No. 1 No. 2 
tT as 140.00 108.00 
6/4 ..138.00 107.00 
Commons, $2 or 48% 
B&Btr No. 3 vo. 4 
Ix 8 RL ....120.00 72.00 54.00 
1x12 RL ....122.00 72.00 54.00 
Idaho White Pine 
Selects $2 or 48 
ix4 1x6 1x8 1x10 
C&Btr. RL 259.00 259.00 259.00 270.00 
D RI 210.00 210.00 210.00 210.00 
Commons, 82 or 48 
No. 1 No. 2 
158.00 148.00 
Sugar Pine Selects 82 or 48 
“4 RW 5/4RW 6/4RW 
B& Btr. 76.00 276.00 
Cc RL 5 268.00 
232.00 


No. 3 
111.00 


276.00 
268.00 
- 232.00 232.00 
No. 1 No. 2 No. 3 


161.00 





OAK FLOORING 


Clear Pin #)x2\% x1% 
White 185.00 160.00 
Red 191.00 167.00 


Sel. Plain 
White 175.00 
Red 18 


#1 Com, 

White 160.00 132.00 

Red 160.00 132.00 
#2 Com. 

Pin. White 

& Red 105.00 (as) 80.00 
#1 Com, & 

Htr. Shorts 

1%’ 120.00 87.00 90.00 


148.00 
3.00 152.00 





SOUTHERN PINE 


Vertical Grain Flooring 


1x4 
1x6 
Drop Siding 
1x6 #106 
1x6 #116 
Boards & Shiplap 
1x6 1x8 1x10 
«140.00 140.00 
- 84.00 


90.00 
76.00 


191.00 


191.00 170.00 


No. 1 Dimension 
12’ 14’ 
2x 4 99.00 99.00 
2x 6 99.00 101.00 
2x 8 99.00 99.00 
2x10 114.00 114.00 
2x12 132.00 132.00 132.00 
No. 2 Dimension 
2x 4 94.00 95.00 97.00 
91.00 91.00 91.00 
93.00 90.00 88.00 
2x10 94.00 98.00 94.00 
2x12 90.00 90.00 90.00 


Neo. 3 Dimension R/L Only 


All of the above stock kiln Dense Stock. 


October 18 


REDWOOD 


Siding 


. Clear All Heart.. 

. Clear All Heart 
Clear All Heart.. 
Clear All Heart...... 
Clear All Heart.... 
Clear All Heart.. 
Clear All Heart 
Clear All Heart. 
Clear All Heart...... 
. Clear All Heart.... 


grade V2 Redwood Siding 
for %, and % in above 


a 
< 
Qa 


oe 
—® SOROS WMOM 
8 > dadde<<<s 
QaLAaaaD 


Ansane Siding 


1x10 V.G. Clear All Heart 
1x12 V.G. Clear All Heart 
Note: Deduct $15.00 for A Grade. 


Finish 


1x 4 Clear Heart S48 
1x 6 Clear Heart S48 
1x 8 Clear Heart S48 
1x10 Clear Heart 84S 
1x12 Clear Heart S48 





WESTERN HEMLOCK 


Vertical Grain Flooring 


B&Btr. D 
170.00 100.00 
iat Grain Flooring 


145.00 90.00 
7 120.00 


Drop Siding 


1x6 (Pat. #10 
1x6 (Pat. #11 


160.00 
160.00 


105.00 
100.00 


Celling 


128.00 80.00 
120.00 80.00 


No. 1 Dimension 
12’ 14’ 
2x 4 84.00 ; 
2x 6 84.00 84.00 
2x 8 84.00 00 
2x10 84.00 .00 
2x12 $4.00 84.00 


No. 2 Dimens 
2x 4 76.00 00 
2x 6 77.00 00 
2x 8 79.00 9.00 
2x10 77.00 9.00 
2x12 77.00 77.00 7.00 


No. be Dimension R/L Only 





ENGELMANN SPRUCE 


Boards and Shiplap (dry) 


1x6 1x8 1x10 1x12 


No. 2&Btr. 100.00 105.00 103.00 105.00 
No. 8&Btr. 69.00 71.00 70.00 71.00 


No. 1 Dimension (air dried) 
12’ 14’ 16’ 
2x 4 75.00 175.00 
2x 6 75.00 75.00 
2x 8 77.00 7.00 
2x10 75.00 7.00 
2x12 75.00 5.00 


No. 2 Dimension 


2x 4 7000 70.00 70.00 . 

2 70.00 70.00 .00 2. 72.00 
72.00 72.00 70.00 R 70.00 
70.00 72.00 00 0.00 70.00 
70.00 70.00 70.00 72.00 


are now grading boards No. 2 
and 3 common. Mills do not grade out 
No. 3 dimension as in fir. 
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SUPERIOR LUMBER 
SHLES COMPANY 


> Wipes, 


920 9th ST. * Phone HUdson 48 


SACRAMENTO | 


FLAT GOODS 
MERCHANDISERS 


“DO IT YOURSELF” is BIG BUSINESS 
— Are You Getting Your Share? 


The “Do it yourself’ home owner purchases more than 30%, of the build- 

ing products sold today. This is a tremendous market. They are big 

buyers of lumber, plywood, wallboard, roofing, paint, insulation, and hard- 
ware specialties. They also represent buyers who “don’t 
know just what they want” and can take a lot of your valu- 
able time before they decide. Right here is where Multiplex 
Merchandisers can help you. Their large swinging panels 
provide the ideal way to display samples of all flat merchan- 
dise. The customer can make examination and comparisons 
of samples “on his own” and make selection without taking 
up your time. Find out today how Multiplex can help you 
increase sales tomorrow. 


MAIL COUPON FOR FULL INFORMATION 


ULri PLEX saan FIXTURE CO. 


907-917 North 10th Street 7 St. Louis 1, Missouri 























Please send your Display Equipment Catalog 
NAME 


COMPANY 





ADDRESS 
These two Multiplex Merchandisers show how samples are attached to 


the swinging, steel-framed panels. They can be arranged in any number CITY AND STATE 
of panels as required—either wail mounted or as self-supporting units. 
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NEW 


rr MAIN GAP PROVLES 100% 
PROTECTION - SPULS 
Rain 10 BAFFLES 


STAGGERED GAFFLES 
sTAgu.iZ€ FLUE & 
SHEO RAIN BEYONCE 


New Top for Chimney 


A redesigned chimney top for 
the Thulman chimney is a refine- 
ment of the older model and is one- 
inch larger in both horizontal di- 
mensions. According to Majestic, 
this, combined with a new rain 
cap and shield design, provides 50 
per cent more free area for flue 
gases to escape and gives the top 
a more massive appearance. ‘The 
new top is available for either one 
or two flues. Majestic Co., Inc., 
Dept. AL, 102-A Erie St., Hunting- 
ton, Ind. 


For more data circle No, 1 on coupon, p. 110 


Magnetic Power-Latch 


A new magnetic door latch for 
heavier doors has been announced. 
Screen, closet and other heavier 
doors are kept closed by a 10- 
pound holding force. This force 
is 320 times the permanent mag- 
net’s o-ounce weight. The device 
measures only 24%” x %” and 
weighs 154” ounces. The latch is 
packaged ready for instant mount- 
ing. Heppner Sales, Dept. AL, 
Round Lake, Ill. 


For more data circle No. 2 on coupon, p. 110 


Fire-Retardant Paint 


Adelphi Counter-Flame is said 
to be effective in the control of 
small fires. It has an ability to 
retard and delay the spread of 
fire. A tinting base white, Coun- 
ter-Flame can be made into any 
pastel shade. Up to 1/16 gallon of 
tinting can be used per gallon. 
Adelphi Paint & Color Works, Inc., 
Dept. AL, 86-00 Dumont Ave., 
Ozone Park 17, N. Y. 


Por more data circle No. 3 on coupon, p. 110 
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New Power Plane 


The Stanley Handyman H11 
Plane operates at 27,000 rpm and 
weighs only five pounds. This new 
power plane is handy for fitting 
storm sash, door and window 
screens and for planing dressed 
lumber to correct dimensions for 
bookcases, shelves and other fur- 
niture projects. Standard equip- 
ment for the H11 plane includes a 
Yshp threaded motor unit, arbor, 
motor holder, plane cutter and 
wrench. Stanley Electric Tools, 
Dept. AL, New Britain, Conn. 


For more data circle No. 4 on coupon, p. 110 





Double Hung Windows 


A new line of all-extruded alu- 
minum double hung windows fea- 
ture interlocking jamb construc- 
tion and field or factory glazing. 
It is called the 200 series. Left 
and right hand jambs interlock on 
all units, forming an integral box- 
type mullion and eliminating the 
need for separate mullions. Verti- 
cal weather stripping is of stain- 
less steel, horizontal weather- 
stripping of non-porous sponge 
rubber. Installation is simplified 
by the use of universal snap-on 
anchors at hand, jamb and sill. 
Thorn double hung windows are 
available in 24 stock sizes, from 
2’ x 3'1%” to 3’8" x 51%”. Stand- 
ard muntin arrangements are 2/2 
and 1/1; others available on re- 
quest. J. S. Thorn, Dept. AL, 8501 
Hagerman St., Philadelphia 36, 
Penna. 


Por more data circle No. 5 on coupon, p. 110 


Metal Wall and Ceiling Tile 


A new decorative wall and ceil- 
ing tile in non-tarnish 24-karat 
gold plate is just one of a new line 
of all-metal tiles. All tiles have a 
28-gauge steel base. Standard 
basic tile sizes are 4144”, 6” and 
8%” square, with related liners, 
caps, bullnose strips, etc. Roselle 
Tile Co., Dept. AL, 3411 Stone Way, 
Seattle 3, Wash. 


For more data circle No. 6 on coupon, p. 110 


Tubular Furniture Tips 


Used for replacement on tubular 
metal furniture legs and as an 


accessory to beautify furniture 
and protect floors, Brit Tube Tips 
are made of tough, durable poly- 
ethylene in a choice of red, yellow, 
green, tan, gray or black. All 
colors are claimed to be non-mark- 
ing and color-fast. Sizes are avail- 
able for 34", %” and 1” tubing. 
Brittain Products Co., Dept. AL, 
Cuyahoga Falls, Ohio. 


Fer more data circle No. 7 on coupen, p. 110 


Cement Colors 


A new line of cement colors in 
blue, green, black, red, yellow, 
buff, and brown is soon to be mar- 
keted. Packaged in transparent 
plastic bags under the trade name 
Amdyco, the colors are said to be 
suitable for any type of cement 
work inside or out. For normal 
shades, Amdyco colors are mixed 
in proportions of five pounds to 
one bag of Portland cement and 


(continued on page 86) 
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DEALERS SAY: 
“it’s Easy to Sell 


Cupples 


@ Dealers who have never before sold aluminum 


windows —as well as dealers who have switched 
to Cupples—find a ready, active market for 
Cupples Aluminum Windows. Here’s why: 


Cupples Aluminum Windows considerably exceed 
the minimum requirements of the Aluminum 
Window Manufacturers Association. They are 
superior in design and construction — stronger, 
tighter, easier to operate— free from mainte- 
nance. Comparison proves no finer aluminum 
residential windows are manufactured. Besides, 


Cupples Aluminum Windows are economically 
priced. 


Carefully engineered for each requirement, 
Cupples Aluminum Windows can be installed 
quickly, and you have no expensive call-backs to 
eat into your profits. And here’s something else 
to remember. With Cupples you have little money 








tied up in stock. Immediate shipment of double 
hung and picture windows in 26 standard sizes 
and sliding units in 24 standard sizes are made 
direct from our modern factory. And we are 
prepared to fill special requirements to meet 
your customer demands. 


As a Cupples dealer you sell the finest quality 
residential windows, backed by the unqualified 
guarantee of a company in service to home- 
makers for more than 100 years. Cupples Alumi- 
num Windows are best-sellers from coast-to-coast. 
There’s a big market for them in your com- 
munity. So, why not plan right now to line up 
with Cupples. You'll find your window business 
will increase. So will your profits. 


Write us today for full information. We'll be glad 
to prove how well-prepared we are to serve you. 
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ORPORATIO 
2653 South Hanley Road 
St. Lovis 17, Mo. 
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NEW PRODUCTS 


(begins on page 84) 





two bags of sand. American Dye- 
wood, Subsid. United Dye & Chemi- 


cal Corp., Dept. AL, Belleville, 
N. J. 


For more data circle No. 8 on coupon, p. 110 


Masonry Tampin Anchor 


Star Tampins, type 4000, the 
rustproof expansion fasteners for 
masonry, may be used with ma- 
chine screws or bolts. Installation 
requires only three operations, 
drill hole, insert tampin and set 
with a few hammer blows. Star 
tampins are packed 50 to the box, 
in sizes from #6-32 to %”. Star 
Expansion Bolt Company, Inc., 


Dept. AL, 147 Cedar St., New York 
—% &% ¢ 


For more data circle No. 9 on coupon, p. 110 


New Powerguide Saw 

The Model PG&85—8'", 1-1/3 hp 
ball bearing motor electric saw 
weighs 134% pounds. The new 
Powerguide has a central balance 
handle making it possible to use 
only one hand while holding the 
wood with the other. The depth of 
cut is 34” and has bevel and depth 
adjustment easily accessible. At 
45° the depth of cut is 24,". Ram 
Tool Corp., Dept. AL, 411 N. Clare- 
mont, Chicago, Ill. 


For more data circle No. 10 on coupon, p. 110 


New Escutcheon Plate 


” 


A new 51%” escutcheon with a 
5” backset is of one piece, stamped 
heavy-gauge brass. The backset 


86 


latch bolts are of one-piece con- 
struction and are available with 
spring latch or deadlocking spring 
latch. They match the Weslock 
500 concave lockset series. West- 
ern Lock Mfg. Co., Dept. AL, 211 
a Ave., Los Angeles 4, 
alif. 


For more data cirele No. 11 on coupon, p. 110 





Laundry Tub-N-Table 


The Nesco super deluxe double 
laundry tub-n-table comes in a 
white baked enamel body with 
light blue legs and trim. The two 
18 gallon galvanized tubs provide 
e-z cleaning and draining. Com- 
plete with ready use faucets for 
each tub and has a built-in wash- 
board. Nesco, Dept. AL, 250 N. 12th 
St., Milwaukee 1, Wis. 


For more data circle No. 12 on coupon, p. 110 


Bathroom Ventilating Fan 

This new product is a blower- 
type ceiling unit which operates at 
one speed. The new 880 model 
mounts between joists without 
supporting of any kind and the fan 
assembly plugs into the outlet box 
and snaps into the housing. The 
880 model bathroom ventilator has 
a depth of 7%", a width of 634” 
and a length of 844”. Nu Tone, 
Inc., Dept. AL, Madison and Red 
Bank Roads, Cincinnati 27, Ohio. 


For more data circle No. 13 on coupon p. 110 


Performance Data Work Kit 


A method for predetermining 
the times necessary for fork lift 
trucks to perform specific opera- 
tions has been provided in a Work 
Kit which will enable plants to 
apply fork lift truck standard 
performance data. Included in the 
kits, which are available without 
cost, are typical materials han- 
dling examples to demonstrate the 
standard technique for applica- 


tion of the data as well as charts 
that provide times for the basic 
truck motion elements. Yale & 
Towne Mfg. Co., Materials Han- 
dling Div., Dept. AL, 11000 Roose- 
velt Blvd., Philadelphia 15, Penna. 

For more data circle No. 14 on coupon, p. 110 


(continued on page 88) 


WHAT'S YOUR ANSWER? 


The news story in this issue on 
the NRLDA Modern Living Expo- 
sition in New York represents 
another in a continuing chain of 
industry-wide scoops by the Amer- 
ican Lumberman. This feature rep- 
resents the first editorial and pic- 
torial coverage by a trade journal 
of this nationally important event. 

This valuable rapid service on 
both news and features is made 
possible by the American Lumber- 
man’s unique biweekly publication 
schedule — a schedule which in- 
sures that you — our subscribers 
— are always first with the com- 
plete industry facts! 


What's Your Score? 


9 or 10 correct: Excellent! 
7 or 8: Good. 5 or 6: Fair. 


1. What knob action is featured 
in an ad by Kwikset? 


2. What, says Art Hood, do 
women want from lumber dealers? 


3. What is Samara? 


4. What is a good sales pitch to 
use when promoting insulation to 
the farm market? 


5. What is Bilco? 


6. Name three extra uses that 
can be incorporated in a garage. 


7. What new saw blade develop- 
ment is announced in an ad by Skil 
Corp.? 


8. How much does the Pacific 
Plyboard Co. gross annually from 
wrought iron legs and companion 
products? 


9. The ad by the Tannewitz 
Works features what item of mill 
or shop equipment? 


10. What handy Christmas pro- 
motion piece is featured in the 
American Lumberman’s ADservice 
page? 


Answers on page 92 
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Rad Devily 
PAINTERS’ AND GLAZIERS’ 
QUALITY CUTLERY 


Pl SERIES 

Putty Knives and 
Wall Scrapers— 
Cocobola handles— 
Choice of stiff or 
flexible blade. 


P23 SERIES 
Putty Knives and 
Wall Scrapers—Full 


tang blade~Tenite 
handle. 


P2 SERIES 

Wall Scrapers— 
Oversize handles— 
Highest quality 
obtainable. 


~ e we. 
The most complete a! 7 ~son 4 
line of painters’ and 


glaziers’ cutlery. 


—Fumber Products 


SPECIALIZING IN 


Reduce Delivery Costs 


| PONDEROSA PINE 
and Speed up Deliveries | DOUGLAS FIR 


| 


Load or Unload a Load 
or Half Load ata Time 


’ 


Complete Beds Shipped KD 
Easy Assembly & Mounting 


a 


Write, wire or phone for Catalog ond Prices 


1 Geo.J.Silhernagel 
The R-B COMPANY 





GENERAL OFFICE 
1921 Guinotte 
KANSAS CITY 1, MO. 


8 S. Michigan Ave., Chicago 3, Ill. 
Telephone RAndolph 6-0540 





(To obtain more data on advertised products see page 110) 





NEW PRODUCTS 


(begins on page 84) 





Escutcheon Plates 


Decra-Dor etched escutcheon 
plates are designed for use with 
Lockwood’s cylindrical locksets 
and they slip neatly under the 
rose. Decra-Dor plates come in 
five different designs, all of which 
are available in either polished 
brass or satin-finished aluminum. 
Lockwood Hardware Mfg. Co., 
Dept. AL, Fitchburg, Mass. 


For more data circle No. 15 on coupon, p. 110 


Carpenter Tool 


A new carpenter tool is used for 
bevelling, grooving, rabbeting or 
slicing insulation board. With 
this All Purpose set, the do-it- 
yourself carpenter can buy large 
size 4’ x ® sheets of insulation 
board and cut in his own tile or 
plank design. Kimball Manufac- 
turing Co., Dept. AL, Box 831, 
Evanston, Il. 


For more data circle No. 16 on coupon, p. 110 


New Bamboo Plywood 


Bamboo Plywood, in both a plain 
bamboo and a mosiac pattern, is 
being imported exclusively into 
this country by Reynolds Over- 
seas. Bamboo Plywood, which con- 
sists of a face and back of rotary 
cut bamboo veneer hot-pressed to 
a Laucan Philippine mahogany 
veneer or solid core, comes in 3’ x 
6’ and 4’ x 8’ panels in all standard 
thicknesses. Reynolds Overseas 
Div., Reynolds Fasteners, Inc., 
Dept. AL, 68 Wall St., New York 5, 
N. Y. 


For more data circle No. 17 on coupon, p. 110 
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Shaper Adapter Kit 


Now the small lightweight Stan- 
ley handyman router (H15) can 
be converted into a bench shaper 
with the new H127 Stanley handy- 
man shaper adapter kit. It has 
been estimated that four different 
shapes of Stanley cutters can pro- 
duce over 600 different mouldings 
owing to the tilting feature and 
the varied arrangement of cutters 
on the arbor. Shaper adapter kit 
includes a shaper plate, fence and 
guard and an arbor. Stanley Elec- 
tric Tools, Dept. AL, New Britain, 
Conn. 


For more data circle No. 18 on coupen, p. 110 


aa 


Interior Window Trim 


A new interior trim is now of- 
fered for the Per-Fit Slider and 
Best-Vent aluminum windows. The 
interior trim for either window is 
manufactured from aluminum ex- 
trusions that have an etched and 
lacquered finish. The new trim is 
shipped knocked down. Available 
for either single, double or mul- 
tiple combinations of either win- 
dow. Per-Fit Products Corp., Dept. 
oe 200 E. 52nd St., Indianapolis, 
nd. 


For more data circle No. 19 on coupon, p. 110 


Resilient Floor System 


A new Kuhlman Springaire res- 
ilient floor system consists of a 
structural assembly of steel leaf 
springs of controlled flexibility 
which is bolted to sleepers which 
in turn are bolted to the base to 
eliminate floor buckling. Then a 
hardwood or other flooring is 
mounted on top of it. Thus, the 
floor floats, eliminating transmis- 


sion of shock and distributing 
dead weight of active loads. Mr. 
Leo E. Kuhlman, Dept. AL, 9716 
Conner Ave., Detroit 13, Mich. 


For more data circle No. 20 on coupon, p. 110 


Seal-Less Strapping 

The Inland seal-less method of 
strapping features a new machine. 
In two operations, this machine 
tensions the strapping, cuts it to 
exact length void of waste and 
effects a mechanical interlocking 
of the twe overlapping ends of 
strapping. The economy of this 
new method results from the elim- 
ination of seals and time and cost 
of applying seals. The strength 
and resilience of this strapping, 
locked under tension, helps absorb 
shocks or exceptionally rough 
treatment. Coil holders and strap- 
ping table dispensers are available 
in both floor and stand types. In- 
land Wire Products Co., Dept. AL, 
3947 S. Lowe Ave., Chicago 9, Il. 


For more data circle No, 21 on coupon, p. 110 





Steel Ranch Windows 
Steelcraft Steel Ranch Windows 

are available in a full range of 

types and sizes so that windows 


» can be used in all rooms not only 


as picture windows but also in the 
bedroom, kitchen and throughout 
the house. They are designed to 
use standard sizes of Thermopane, 
Twindow or standard glass. The 
owning type ventilators of Ranch 
Windows permit air circulation 
even in rainy weather. Steelcraft 
Mfg. Co., Dept. AL, 9017 Blue Ash 
Road, Rossmoyne, Ohio. 


For more data circle No. 22 on coupon, p. 110 


(continued on page 90) 
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GREAT SPECIES 


DOUGLAS FIR 
“SUGAR PINE 
PONDEROSA PINE 


\. INCENSE CEDAR - 
~. “WHITE FIR 


Py? 
, a 
nant fe rt 


Be a winner in every league by choosing 
MEDCO lumber. Make a hit with your cus- 
tomers by buying selections from MED- 
CO’S five popular species. Then team up 
with MEDCO’S fine quality and mixed car 
shipments to keep a well-balanced inven- 
tory, and your sales will zoom, for MEDCO 
offers a large variety of kiln dried, pre- 
cision-milled patterns and finishes. And re- 
member . .. when you buy MEDCO Iumber, 
you are buying not just “good” lumber . . 

but the BEST! Ask for the name of your 


Medco representative TODAY! “This Brand Is Your GUARANTEE of Quality” 
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NEW PRODUCTS 


(begins on page 84) 





Compact Kitchen Assembly 
This 54” long sink case cabinet 
can be equipped with the pressed 
steel porcelain finished top as 
shown or with a cast iron top, or 
G-E plastic monotop. Model S-5440 
features two shallow and two deep 
drawers and one sliding shelf in 
the door section. The wall unit is 
also 54” long with concealed 
hinges and adjustable shelves. 
Matching base and wall cabinets 
can be used to extend the basic 
unit. Toledo Desk & Fixture 
Corp., Dept. AL, Maumee, Ohio. 


For more data circle No. 23 on coupon, p. 110 


aking for fast, rotate 
“Do-it-yourself” business . . .? 


It’s Yours With 





the pre-finished 
surfacing material 


“Do-it-yourself” is no passing fancy. It’s 

packing in more and more business every year 

for dealers who stock NEVAMAR. This high- 

pressure laminate starts every home 

carpenter doing things—surfacing tables, 

cabinets, breakfast bars, wall panels 

and dozens of other things in the home. 

e yes pa o With the new special pressure-sensitive 
ounanetl adhesives, NEVAMAR is easy to apply. It 

> withstands boiling water makes a lasting, colorful, carefree surface 

» resistant to cigarette burns that stays beautiful always . .. never 

> not affected by grease, needs refinishing. NEVAMAR is made in a 

ane, Ses ae, variety of patterns and colors, including 

all the popular wood-grains. If you haven't 

stocked NEVAMAR before, write today 

\ for full information and samples. It takes a 

NEVAMAR conforms to | negligible investment and will add up to 
NEMA specifications : extra, profitable volume. 


DISTRIBUTOR: THE NEVAMAR COMPANY, ODENTON, MARYLAND 


WZ NATIONAL Za ctatt Congoang 


Manutacturers of Nevamar High-Pressure Laminates ° SARAN FILAMENTS © Wynene Molded Products 
ODENTON, MARYLAND «NEW YORK: EMPIRE STATE BUILDING + LOS ANGELES: 5025 HAMPTON STREET 
in Canada: Richmond Plastics Lid. + Richmond, P.O. 
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Two-Way Blade 


A new saw blade, which cuts in 
either direction of rotation, hones 
itself and has a harder cutting 
edge, has been placed on the mar- 
ket. The new two-way blade has 
a new design in tooth form, it was 
stated. After the blade is used in 
one rotation and the teeth are 
dulled, the blade is reversed in the 
saw. The cutting edges dulled in 
the original rotation are honed to 
new sharpness. Skill Corporation, 
Dept. AL, 5033 Elston Ave., Chi- 
cago 30, Ill. 


For more data circle No. 24 on coupon, p. 110 


Hunter's Heater 

Hunter’s Heater is a quart-size 
steel can with Kingsford hardwood 
charcoal briquets sealed inside. 
To use the Hunter’s heater, paper 
label is removed and holes are 
opened around base and top cir- 
cumferences of can wich ordinary 
beverage can opener. Packed in 
24 can cases. Kingsford Chemical 
Co., P.O. Box 1191, Dept. AL, Iron 
Mountain, Mich. 


For more data circle No. 25 on coupon, p. 110 


Venetian Jalousie Window 

The Weathervane Venetian win- 
dow is equipped with a simple 
electronic device which closes the 
window automatically at the first 
drop of rain. When the rain stops, 
the Weathervane window reopens, 
also automatically. The device 
consists of a grid, measuring two 
by three inches, connected to the 
building’s electric circuit. The 
very first drop of rain on the grid 
closes the circuit, causing the win- 
dow to close. Weathervane Div., 
Micro-Moisture Controls, Inc., 
Dept. AL, 22 Jericho Turnpike, 
Mineola, L. L., N. Y. 


For more data circle No. 26 on coupon, p, 110 
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Liquid Neoprene 

Gaco N-700 Liquid Neoprene, 
which is said to rustproof, weath- 
erproof and renew metal, wood, 
concrete, canvas and rubber, has a 
new label. Featured on the label 
is the Gaco girl. Gaco N-700 Liquid 
Neoprene protective coating is 
marketed in pints, quarts and gal- 
lons and is available in slate black, 
gray and aluminum colors. Gates 
Engineering Co., Dept. AL, 100 S. 
West St., Wilmington, Del. 
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New Short Drill 
Stanley’s new, short drill is de- 
signed to get into tight spots. 


Because every home every- 
where is exposed to the menace of 
moisture, the ingenious Midget Louver 
is an easy (and profitable) product to 
sell. Installed at roof overhangs, gables, 
eaves, sidewalls, unexcavated areas or 
wherever there are danger spots, 
Midget Louvers provide proper venti- 
lation—permanently protecting against 
the damage of condensation. Moisture 
blistering of paint is virtually elimi- 
nated; the efficiency of insulation is 
maintained; rot is prevented, because 
dry wood does not decay. These rust- 
proof all-aluminum ventilating units 
are quickly installed by anyone; just 
drill a hole and push in place. They 
protect for life, without attention. 
Write for full details. 

Midget Louvers are made in 7 sizes (1” to 
6”")—with and without rain deflectors 
All ore screened to keep out insects. 
The aluminum louver is the original lou- 
ver. Don't accept “second best’’ substitutes! 
We're telling and selli your customers 
on Midget Louvers in all these national 
magazines: Popular Mechanics, Popular Sci- 
ence, Better Homes and Gardens, American 
Home, House and Garden, House Beautiful 


“A House That Breathes is a Better House” 


MIDGET LOUVER CO. 


NORWALK 


6 WALL STREET * 


BUILDING PRODUCTS 


Quick and eas 
Just drill a ho! 


MERCHANDISER 


Called the 123, with 1” capacity 
in steel, 134” in wood, it answers 
the requirements for a short, pow- 
erful drill. Full antifriction bear- 
ing drill has alloy steel gears mo- 
mentary contact switch with push 
button locking device. Key type 
chuck with chuck key receptable 
in handle for easy accessibility. 
No. 383 has 34” capacity in steel, 
144” in wood and a chuck speed of 
800 with no load, 580 with full 
load. Both drills may be obtained 
in 115, 125, 150, 230, or 250 volt- 
ages. Write Stanley Electric Tools, 
Dept. AL, New Britain, Conn. 
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Bagged Pree-Mix Products 


The Pree-Mix line consists of 
concrete in 45-pound and 90-pound 
bags, tuck pointing in 45-pound 
bags, brick mortar in 45-pound and 
80-pound bags, dry sand in 75- 
pound bags, gravel in 75-pound 
bags, topping in45-pound and 90- 
pound bags, driveway patch in 
100-pound bags and plaster in 45- 
pound bags. The line was devel- 
oped to satisfy the need for pack- 
aged building materials to help the 
do-it-yourself handyman and the 
many contractors who handle 
smaller repair and building proj- 
ects. General Material Co., Dept. 
AL, 4100 Park Ave., St. Louis 10, 
Mo. 
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t Cutting Production 
GRACE ROUTER 
FIXTURE ocr cue 


Makes Trimming Safe and Easy 





ROUTERS 
FIXTURES 
BITS 


pl install, 
. No nails or screws 


Pee 


GRACE 


CONN 





THE GRACE FABRI-TOOL COMPANY 
1238 CHASE AVE., CINCINNATI 23, OHIO 


Please send me your folder of illustrated literature giving numbers, prices and 
specifications on your complete line of cost cutting fabricating tools. 


Gone are the days of 
make-shift or shop-modi- 
fied tools for fabricating 
laminated plastics. Grace 
tools are designed exclu- 
sively to do this job... to 
do it cheaper, faster... 
to stand up longer. Quick 
set-up change for bevel and 
flush trimming . . . for tem- 
plate, slot and spline groove 
cutting 
See Your Formire Distributor . . . 
Listed Under Plastics in Your 
Telephone Yellow Pages. 


AL 
10-18-54 


NAME 


ODED s 0 od ncnvcdustcdssriceddoscoveble ; 
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Utility Drill Kit 

A new Black & Decker *%” Util- 
ity Drill Kit features the Black & 
Decker *%” Utility portable elec- 
tric drill and an assortment of 
twist drill bits, carbide-tipped ma- 
sonry bits, wood augers and hole 
saws. The new drill, which has a 
no-load speed of 1,000 rpm, is 
powered and geared to the correct 
torque and speed for maximum 
drilling efficiency with all types of 
bits. Drilling capacity is *%” in 
steel and %” in hardwood. Black 
& Decker Mfg. Co., Dept. AL, Tow- 
son 4, Md. 
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Step Ladder Kit 


A light weight, aluminum step 
ladder that can be bought as a 


compact kit containing all com- 
ponent parts nested in a carry-out 
carton has been introduced. Re- 
quiring no special tools, the ladder 
can be assembled quickly and eas- 
ily and is called a U-Semblit kit. 
The new ladder line bears the 
trade name, Fliteweight lifetime 
aluminum step ladders. Flight 
Weight ladders are available to 
dealers as factory built models or 
in U-Semble Kits. Both models 
come in three sizes: 4’, 5’ and 6’. 
Sky Service Corp., Dept. AL, High- 
way 57 at Municipal Airport, Ev- 
ansville, Ind. 
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Stripper for Metal and Wood 


This new stripper, being mar- 
keted under the name of Instant 
Stripper, may be applied by dip, 
flow-coat, brush or spray. It has 
been formulated to remove most 


92 


baked or air-dried enamels, lac- 
quers, synthetics, paints, var- 
nishes, wrinkled, hammered or 
specialty finishes. It is said to be 
non-flammable and only mildly 
toxic. V. J. Dolan Co., 1830 N. 
Laramie Ave., Chicago 39, Ill. 
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Do-It-Yourself Storm Window 


Airex aluminum combination 
storm sash and screens which the 
homeowner can install himself are 
now offered. Only a screwdriver 
and drill are needed for installa- 
tion. The window is all extruded, 
self-storing and either overlap or 
blindstop constructed. It is avail- 
able in knocked down form for 
over-the-counter merchandising, 
as well as fully or partly assem- 
bled. Eidelman Bros., Dept. AL, 
3400 W. Fort St., Detroit 16, Mich. 
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New Tile Colors 


Five new Miraplas field tile col- 
ors and one new trim color have 
been introduced for the fall mar- 
ket. Following new colors are 
available in 44,” field tile and all 
trims except half tile and half tile 
corners: lime green, dawn pink, 
modern tan, nutmeg and flamingo. 
Additional new trim color is choco- 
late brown, available in all acces- 
sories except half tile and corners. 
S & W Moulding Co., Dept. AL, 990 
Parsons Ave., Columbus 6, Ohio. 
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All-Temperature Wire Markers 


New all-temperature Wire Mark- 
ers, that are said to withstand con- 
tinuous heat to 300°F., intermit- 
tent heat to 450°F. and continuous 
cold to -300°F., are foolproof as a 
method for permanent, legible 
identification of wires, circuits, 
motors, harnesses, coils, panels, 
etc. Brady Wire Markers are 
mounted on handy dispenser cards 
treated with #RC-7 Blue Streak 
release coating. W. H. Brady Co., 
Dept. AL, 727 W. Glendale Ave., 
Milwaukee 12, Wis. 
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Handyman Tool Board 


The new Stanley Handyman 
Tool Board is a complete, balanced 
homeworkshop of matched tools. 
The board is designed to give every 
do-it-yourselfer a home workshop 
all at once, or a tool at a time. A 
two-by-four foot panel of per- 
forated hardboard finished in blue, 
4” thick with 3/16” holes on one 
inch centers, comes equipped with 
21 tool hooks, 20 tool clips and 21 
hook keepers, plus nuts and bolts. 
Write Stanley Tools, Inc., Dept. 
AL, New Britain, Conn. 


For more data circle No. 36 on coupon, p. 110 
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What's YOUR Answer? 


Solution to the 
Questions on page 86 


1. “Feather touch” is featured as 
the knob action for the new Kwik- 
set “600” lock line. Kwikset’s ad 
appears on page 3. 

2. Better service. See Art’s edi- 
torial on page 35 to see how you 
can appeal more profitably to 
women. 

3. A genuine Weldwood hard- 
wood paneling that retails for 
about $25 for an 8’x12’ wall area. 
It’s made by U. S. Plywood Corp. 
whose ad is on page 13. 

4. Insulated farm buildings ma- 
terially increase profits from live- 
stock and poultry. This special 
product story on how to sell insula- 
tion starts on page 44. 

5. An all metal exterior base- 
ment door entrance made by the 
Bilco Co. The ad is on page 57. 

6. Laundry area, work shop, play 
space, patio and storage. See the 
story on the new uses for garage 
space on page 56. 

7. A two-way circular saw blade 
said to never need resharpening. 
The ad is on page 81. 

8. $25,000. Full facts on how one 
firm profits in sales of this spe- 
cialty item starts on page 60. 

9. The Tannewitz high speed 
band saw. The firm’s ad is on page 
111. 
10. Handbills. See page 62 to 
learn how to create hard-selling, 
Christmas-time handbills. 
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Sensational idea opens new markets, promotes 
new customers, assures greater sales and profits! 


Here is the most important power tool development in 20 years! A new, low cost 
workshop idea that offers dealers a greater sales potential than any other. Think 
of it, 5 full size power tools including an 8” Tilting Arbor Saw, 41” Jointer, 15” 
Jig Saw, 14” Drill Press and an 8” x 27” lathe for only $239.95! The secret of this 
revolutionary workshop is Duro’s exclusive motorizing principle — the patented 
“quick change” motor mounting device which permits | motor to operate the entire 
shop (including optional units) with a motor changeover that takes seconds! 


Your sales advantages are many: Customers can buy the entire shop or any single 
unit or combination of units; each tool is an independent unit that operates at correct 
safe heights, without interference from other tools and without sacrificing speed and 
efficiency. Tools remain pre-set for immediate operation. There's no need for re- 
peated adjustments, changing guides, cumbersome tool positioning, knocking down 
and setting up. 


You'll do your customers a favor when you handlv this fast selling, profit producing 
line of DURO MASTER power tools. Backed by an extensive advertising and pub- 
licity campaign, millions will be reached with the exciting story of this remarkable 
workshop. Be prepared now, to take advantage of the 
demand for DURO MASTER. 
WRITE FOR 16 PAGE CATALOG giving full details, specifications 
and prices on this complete DURO MASTER WORKSHOP of 5 basic 
units and 5 optional tools..it will pay you to investigate! Learn the 
full story of the remarkable “quick change” motor mount, the ex 
clusive operating features and the new ‘budget’ plan purchasing 
idea. Write today — now. 


DURO METAL PRODUCTS CO. 26818. KILDARE AVENUE + CHICAGO 39, ILL. 


JUILDING PropucTs MERCHANDISER 
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EASY TO DISPLAY... 
EASY TO SELL 


ON UNIQUE 
“UNIT AT A TIME” PLAN 


If you lack showroom space you can display the 
saw/jointer combination, Shows the "quick change 
motorizing principle and is a perfect ‘starter’ unit 
to offer at only $105.70! A sale that always pro 
duces repeat business for the other units in the 
Duro Master line. Or, you can start your customer 
with a drill press, sander, jig saw, band saw or 
any other unit. Each can be operated from one 
motor with the “quick change’ mount 
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DURO METAL PRODUCTS CO. 
2681 N. Klidare Ave., Dept. AL, Chicago 39, iil. 


Gentlemen: Please rush me your FREE 16 page book 
let on the new DURO MASTER WORKSHOP 
Name 


Address 


ei and State 
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REDWOOD EMPIRE 
LUMBER »» SUPPLY 
+ COMPANY * 


MOTORISTS CAN’T MISS the Ruben- 





stein name in Chicago. In addition, a H H NEAT SIGNS in bright colors call the 
dozen double-faced sandwich boards California customer’s attention to the Redwood 
are advertising specials. Empire Lumber & Supply Co., Green- 
brae, Calif. Note the display of fencing 
over the entrance to the yard. 





H WORLD’S MOST UNUSUAL 
Washington lumber yards is a slogan Hechin- 
ger with headquarters in Wash- 
ington, D. C., uses. It’s a sign 
that certainly attracts attention. 
It is based on the widely diversi- 
fied items this firm carries. 





~ ts >» | 
Tl OR DET CERT AS eg eae 


Winteri7e YOUR HOME 2mc 
STORM SASiis DOORS INSULATION 


f f/ 
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New York BILLBOARD ADVERTISING is used by the Frontier Lumber Co., Buffalo, N. Y., to tell 
customers about fall and winter products available at two stores. 
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HOLT HARDWOOD CO. 


Manufacturers of 
BIRCH e BEECH e 
STRIP e BLOCK 
and 
HERRINGBONE 
FLOORING 
+ 


Hardwood Flooring Mill-Drilled For Nailing 
— A New Service 


+ 
GRADED SAWDUST 
. 
High Grade Northern Hardwoods 


MAPLE e OAK 


i 


Custom Kiln Drying 


Members: M.F. M.A. N.H.L A. WN. H. 8 HM. A. 












OCONTO, WISCONSIN 














here's money in 
3 clean. 
CaSy-7o-hande, 


Profitable 





stops Rot and Termi' 


KOPPERS COMPANY, INC. 
Wolman Preservative Department 
Pittsburgh 19, Pennsylvania 







*Wolmanized is @ registered trademark of 
Koppers Company, inc 


BUILDING Propucts MERCHANDISER 





LOLS Gm Oil 
SELL with Pride! 


Ale 1818) 


=: Factory-Assembled 
: of Selected 

=“: Ponderosa Pine, 
* Toxte-and-Water 
a ot. Repellent Treated 











ss Sct Sold Exclusively 
sth Through 
eS: Lumber Dealers 








May be Glazed 
: with 

* WINDOW GLASS, 
PLATE GLASS 





o 
oS THERMOPANE ® 


EASY TO LOCK 


WOOD WINDOWS WOMEN WANT! 
Finest Awning Window Made 





WwooDCco = 


WOOD AWNING 
WINDOW HARDWARE 


HAILED BY BUILDERS, ARCHITECTS 











and HOMEOWNERS 

NOTHING TO ADJUST — NOTHING TO 
GET OUT OF ADJUSTMENT 

Hoes Na tio. ~ PE SO 







oS ees nate 


WOODCO follows a strict 
JOBBER-DEALER POLICY 
The alert Dealer will recognize the 


patra great advantage of displaying 
Poca WOODCO Floor Stands — 
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New Tool Merchandiser 

Free to dealers 
stock assortment 
ice floor stand display of basic 
painting and home repair tools. 
Needing only 24” x 18” of floor 
space and standing 48” high, the 
display has natural finished wood 
bins mounted on sturdy tubular 
steel frames. Assortment of tools 
included cost $49.61. Warner Man- 
ufacturing Co., Dept. AL, 801- 
16th Avenue S.E., Minneapolis 14, 
Minn 


For more data circle No. 37 


with a small 
is this self-serv- 
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Tool Rental Program 
Everything needed to put deal- 


sortment. The tools include a 14” 
all-purpose drill, portable jig saw, 
a No. 88 orbital sander, 7” heavy- 
duty saw, a kit box for each tool, 
saw and jig saw blades, sanding 
discs and a rip fence. The Assort- 
ment also provides merchandising 
material, including a large perma- 
nent sign for listing the tools and 
rental prices. A supply of rental 
contract and records forms and a 
permanent tool rental record bind- 
er are also provided. Black & 
Decker Mfg. Co., Dept. AL, Tow- 


Tool Greeting Card 

This Vaco greeting card is 4” x 
6” when folded, printed on heavy 
greeting card stock, opens up to 
6” x 8” and comes complete with 
envelope ready for addressing. On 
the inside there is mounted a 
midget screw driver 3” in length, 
with regular Vaco ambery! handle 
and blade of chrome-Vanadium 
steel. Vaco greeting cards, desig- 
nated as X-1, cost only 25¢ each in 
lots of 100, which is the minimum 
order. For 1,000, the price is only 
19¢ each, including card and screw 
driver handle personalizing. Vaco 
Products Co., Dept. AL, 317 E. On- 


ers in the tool rental business is 
included in a new tool rental as- 


son 4, Md. 


stele): 


Highest Quality yay 


Lowest Prices! 


T 
Me \ HEAVY forged BRASS } 
yp N Dir ms 


PACKAGED 
INDIVIDUALLY 


Compare «++ your present costs 
with these LOW, Low NET Prices! 


QUALITY GUARANTEED 


nt Dein BRASS CHROME 








DROPS 


For more data circle No. 38 on coupon, p. 110 








1.50... 1.90... 
60... .88... 
Ba 1.50... 1.90... 


All Prices NET, FO, 8. New York 


MAIL OR PHONE YOUR ORDERS TODAY! 
SEWARD HARDWARE & METALS CO. 


LIMPORTERS + EXPORTERS + MILL DISTRIBUTORS } 
KNICKERBOCKER STATION. BOX 103 e NEW YORK 2.N Y 


Telephone CAnal 6-9724 


Packed with Bact Pintes 
Le TT 





12 Pes 


with screws 


2'% Ibs 





13 Ibs 
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tario St., Chicago 11, Ill. 
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at — 


SMOOTHER 
ROLLING 
LONGER 
LIFE! 


The new “Western” sliding door hangers 
raove silently ulong a track on Oil Cushion 
Super Oilite Bearings. The built-in lubrica- 
tion feature eliminates the job of removing 
doors for cleaning or lubrication. And, 
these hangers won’t gum up or freeze in 
zero weather. 


Something NEW ... Something GOOD! 


Write for information 


WESTERN PRODUCTS, Inc. 


j NEW CASTLE, INDIANA 
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Aluminum Roof Coating Unit 


A new demonstration device 
shows the effects of Karnak alumi- 
num roof coating when applied to 
asphalt shingle roofing. The unit 
is composed of an aluminum box 
holding a heat lamp which shines 
on a shingle that has been coated 
with Karnak aluminum roof coat- 
ing on one half. The other half 
is the normal finish. After a short 
period the natural oils boil out of 
the asphalt base of the uncoated 
half of the shingle, breaking down 
the surface. The coated side re- 
mains unaffected. Lewis Asphalt 
Engineering Corp., Dept. AL, 30 
Church St., New York 17, N. Y. 
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Tool Merchandisers 


Two new Proto tool merchan- 
disers, known as Turnomat Tool- 
marts, are intended for use in 
small stores and for supplement- 
ing larger tool departments. One 
merchandiser, the SD7 Turnomat, 
displays 94 types and sizes of 
punches, chisels, pliers, snips, ad- 
justable wrenches, pipe wrenches, 
end wrenches, sockets and attach- 
ments, screwdrivers and screw ex- 
tractors. The other unit, the SD8 
Turnomat, does not include the 
sockets and attachments. Plomb 
Tool Co., Dept. AL, 2209 Santa Fe 
Ave., Los Angeles 54, Calif. 
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Color Grouting Demonstrator 

A new Color Grouting demon- 
strator consists of six small card- 
board panels with transparent ace- 
tate windows. Printed on the win- 
dows are grids corresponding to 
each color of Master Mastic grout- 
ing available. The grid fits over 
a standard 44%," x 41,” tile. By 
placing a piece of field tile behind 
the window, the customer can see 
how various colored grout lines 
look with her selection of tile. 
S & W Moulding Co., Dept. AL, 
980 Parsons Ave., Columbus 6, 
Ohio. 
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finest Pine stands. Inquire today! 





CUT STOCK 


Quality production from one of Oregon's 


100% 
KILN 
DRIED 


BAM 


PONDEROSA PINE 


MOULDINGS 


FIR & LARCH 
WHITE FIR 
DIMENSION & BOARDS 





BLUE MOUNTAIN MILLS 





BUILDING PropucTs MERCHANDISER 


. Phone 36 
) | JOHN DAY, OREGON 


Teletype 56 
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News While It's News SALES AIDS 


Fast-moving developments in the retail lumber field call for fast, | (begins on page 96) 
accurate reporting and a fast relay of this information to our readers. 

Because American Lumberman is published every-other-week, it is 
in the best position to bring you news and features while they are hot— 
not a month or two late. 


For example, you will read three stories in this issue, which cannot be 
found in any other national publication this early. These stories are 
titled: "Plastic-Protected Lumber Shipment Makes History"; "Big Dealer 
Exposition Opens in New York’; "A Single Fork Lift Truck and Special 
Pallets Slashes Delivery Costs 50°/,.”" 


It pays to keep up with new developments. That is why more dealers 
read American Lumberman than any other magazine in this field. 


























(k] FENCES... 


Hand Tool Display 


we 5 The new Dasco counter mer- 
Bh { chandiser display is finished in 
~ : ; color. This merchandiser for 
ih forged hand tools occupies 744” x 
\ WT pene 16” of counter space. Displayed 
on three rotating tool holders are 
Your customers want protection and beauty 40 tools. Tool name, number, size 
when they buy fencing. And they find that and price are in full view along the 
CF&! Ornamental Lawn and V-Mesh Lawn veg ona a steer get 9 
eemadanieceianerns scion 2199 W. Kishwaukee St., Rockford. 
Ill. 
ORNAMENTAL LAWN FENCE 


For more data circle No. 43 on coupon, p. 110 
Both single and double loop constructions ore 
available in a variety of heights. The single loop 
construction presents a simple, attractive design 
that is ideal for boundary fences. The double 
loop construction is perfect for children’s play- 
grounds—the tight bottom spacing keeps rolling 
balls, etc., inthe yard and discourages climbing. 


V-MESH LAWN FENCE 


Woven into triangular trusses—the strongest 

form of construction known. The uniform, at- 

tractive design pleases the eye and blends 

well with all types of residential and industrial 

backgrounds. Four different weaves available 

including a heavy-duty, non-climbable fence an 

that Is ideal for use around school yards and iM1S BRAND 
other public places. Heights range from 18” ‘ 
to nearly 8". iS d 


"(FI 
yy, Tie-Clip Gift Item 
For complete details on these fences as well yo UR fe 


f A tie-clip that unlocks doors or 
as other CF&! products for farm and home, PROT t an 0 ‘sy automobile ignition locks will pro- 
contact your neorest CF&! representative. vide a new gift item this Christmas 
season. The device, known as Ty- 
Kee, consists of a heavy, gold- 
plated key with a milled groove in 
SOL LUD TSM UD MCUD MELO LEME EE | ‘hs back of the bow. spring clip 
slides into the groove and converts 
it into a tie clip. The counter 
7 | merchandising unit illustrated is 
d available to retailers. Independent 
Lock Co., Dept. AL, Fitchburg, 
+ Boise + Boston + Buffalo + Butte + Cosper + Chicago + Denver Mass. 
For more data circle Ne. 44 on coupen, p. 110 
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SUILDING 


Mack Trucks 


That's what the Hamilton Gravel Co., prominent 
and progressive operator of Hamilton, Ohio, 


proved to its satisfaction soon after purchasing 
its first Mack six-wheelers only a year ago. 


In a business where reputation depends upon 
reliable service and truck operating costs deter- 
mine profit margins, Hamilton tested its two Mack 
units against all other-make trucks in its fleet, 
with these results: 


The other trucks just didn’t measure up to the Macks... 
in lowest operating cost. 


in work ...in payload... 


Propucts MERCHANDISER 


And so, despite higher initial price, Hamilton 
Gravel Co. bought more Mack six-wheelers. 

\f, like Hamilton, service and profits are your 
concern, you can’t afford not to own a Mack! 


WHEREVER YOU SEE TOUGH JOBS 
«++ THERE IS WHERE YOU SEE MACKS 
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Point-of-Sale Display 

Newest point-of-sale display to 
augment Tilemaster’s line of sales 
aids for dealers is this exhibit of 
actual tiles for use as either a 
floor or window display. Featur- 
ing the new Imperial 814” square 
tiles and the Brick style tile, the 
display knocks down conveniently 
in a flat shipping carton, yet opens 
up to a display measuring 28” x 
10” in height. Tilemaster Corp., 
Dept. AL, 1415-21 W. Diversey 
Parkway, Chicago, Ill. 
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Door and Room Divider 

_Accordofold door and room di- 
viders feature: solid-core 
struction, simplified 


con- 
installation 


and six popular colors. Accordo- 
fold is made in a wide range of 
stock sizes that can be shortened 
or paired for odd sized openings. 
Vinyl-covered. Accordofold Div., 
American Bamboo Corp., Dept. AL, 
171-06 Jamaica Ave., Jamaica 32, 
N. Y. 
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Hardboard Wall Panel Display 
The Barclay Square display 
shown here with the convenient 
cartons is designed to show the 
exclusive method of applying pre- 


finished wall panels. The method 
is demonstrated on the display 
with a danube blue colored tile- 
board on a background of cardinal 
red colored solid tone. Samples of 
the 12 new decorator colors and 
six selected wood grains are in- 
cluded on the display. Barclay 
Mfg. Co., Dept. AL, 385 Gerard 
Ave., New York 51, N. Y. 
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Nails in Cans 


Never-Stain aluminum nails are 
now packed in sealed, metal and 
fiber cans, which have a patented 
pullstring opener. As an added 
merchandising feature, these cans 
are packed in a three-color display 
carton which include a sign listing 
some of the advantages offered by 
aluminum nails. Nichols Wire & 
Aluminum Co., Dept. AL, 1725 
Rockingham Road, Davenport, 
lowa. 
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WHITE FIR 


Trade Mark 


mil 


wunniill 





Registered 


PONDEROSA PINE 


INCENSE CEDAR 
High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE 


CALIFORNIA 




















TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 


Manutacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 
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“WEDGE-RITE” 


OVERHEAD “coor SETS 
WAYS 


BETTER! 
1. Offset Track 


4. All Standard 
2. Graduated Hinges Single & 2-Cor 
3. Electro-Galvanized 


! Sizes 
Finish 5. Amazing Low Prices 


=o © § 


There’s a “WEDGE-RITE” overhead garage door set for 
every need! Single car sizes are available from 8’x6'6" to 
9x7’, two-car sizes from 14’x7’ to 16’x7’ and commercial 
sizes range from 9’x9’ to 20’x12’ ... for all doors 1%” 
or 1%” thick. 





Superior "WEDGE-RITE” door sets have all premium fea- 
tures yet are competitively low priced! 


DOOR SECTIONS! Truck load or carioad lots 
in stock sizes. Kiln dried, Douglas Fir, dowel 
construction. Lowest prices! 





WRITE FOR FULL INFORMATION 
AND PRICES! 












tue DOR-SET 


CORPORATION 





Above is average of timber being cut teday on our second 
cycle cutting on 200 Thousand Acres of timberland. 


Annual 
cut 20 Million for past half century under exacting Forest 
Management Plan without depletion. 


HARDWOODS -— WHITE PINE — HEMLOCK 


DEFEND YOUR TRADE WITH 





MENOMINEE INDIAN MILLS 


Neopit, Wisconsin 


Air-dried QUALITY LUMBER Kiln-dried 
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all the features you want 


IN SLIDING 
DOOR HARDWARE 





Precision 
roll-formed metal 
track... V-Bottom 
prevents dirt from 
obstructing wheel. 

























Lifetime Nylon : 
factory lubricated 
ball bearing 


wheels. a 








Adjustable 
hangers permit 
quick installation... 
lock nut holds 
adjustment 








Guide Spacer 

keeps door aligned... 
prevents 

scuffed doors. 








sliding doors 








— wardrobe doors 





Precision, 
roll-formed V-Bottom 
metal track. -—— 


One track for 
all size doors... 








-. 
Lifetime 
ball bearing 
nylon 
wheels 























ARTHUR COX & SONS, INC 

70 N. Sycamore, Pasadena, Calif. Dept. 101 

Please send free literature on Glide-Master | 

Sliding Door and Wardrobe Hardware l 

Nome | 

Firm 

Address | 

City Zone State | 

Ce eae GUD GED GED GED GED GED GEE GEE GED GED SEED GED eS aw aaa eam 
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Blue Print Rack 

A new blue print rack, called the 
Glider, has a specially designed 
clamp which eliminates the need 
to punch holes in each set of prints 
and holds any thickness of set. It 
is tightened or opened by thumb- 
screw adjustment. Any sheet in a 
set can be replaced without remov- 
ing other sheets. Momar Indus- 
tries, Dept. AL, 4323 W. 32nd St., 
Chicago 23, Ill. 


For more data circle No. 49 on coupon, p. 110 


New Hydraulic Lift 

A new dual-jack hydraulic lift 
is capable of handling 12,000- 
pound loads. Adapted from a lift 
formerly custom-built on special 
order only, this new Rotary Leve- 
lator Lift (Model 501E) is de- 
signed to raise loads from plant 
floor to trucks or different floor 
levels. This lift has a 6’x12’ plat- 
form of non-skid steel plate. Ro- 
tary Lift Co., Dept. AL, 1054 Kan- 
sas, Memphis 2, Tenn. 


For more data circle No. 50 on coupon, p. 110 
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Magnetic Floor Sweeper 

Homer magnetic floor sweepers 
consist of a permanently energized 
Alnico V magnet assembly, mount- 
ed on semi-pneumatic tires, with 
ball bearing wheels. Handles are 
of tubular steel—with plastic han- 
dle grips. Handles adjustable to 
two positions; for manual use, or 
for towing with truck or other 
vehicle. Homer Mfg. Co., Inc., 
Dept. AL, Lima, Ohio. 


For more data circle Ne, 51 on coupon, p. 110 
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Fork Lift Truck Line 

A new line of gasoline powered 
industrial fork lift trucks, the FG 
line, feature 130” lift, extremely 
short turning radius and a low 
initial cost. Available in 3,000; 
1,000; and 6,000 pound capacity 
models, they are powered by Her- 
cules heavy duty industrial en- 
gines. Baker-Raulang Co., Baker 
Industrial Truck Div., Dept. AL, 
1230 W. 80th St., Cleveland 2, Ohio. 


For more data cirele No. 52 on coupon, p. 110 
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Wall Board Conveyor 


Gravity is the operating force 
for this wallboard conveyor. The 
employes like it because it removes 
all the heavy manhandling neces- 
sary to unload without the ma- 
chine. It takes only a matter of 
minutes to unload a job of wall- 
board. The machine will handle 
all lengths of wallboard and is so 
constructed that it is easy to at- 
tach or remove from the truck. 
L. B. Clayton Lumber Co., Dept. 
AL, P.O. Box 5057, Farley Station, 
Oklahoma City, Okla. 
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Masonry Saw 

A newly designed, improved ma- 
sonry saw for both wet and dry 
cutting features quick set-up and 
take-down, unusual capacity and 
easy arbor height adjustment. All 
adjustments are made from the 
operator’s position in front of the 
machine. The Di-Met masonry saw 
performs all types of operations— 
angle, skew, step and through cut- 
ting. Felker Mfg. Co., Dept. AL, 
1128 Border Ave., Torrance, Calif. 
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Platform-Type Electric Lift 

A redesigned Rapistan VL verti- 
cal lift electric platform hoist is 
now available with a platform for 
use within one floor; with a cab for 
mounting in a hoistway for be- 
tween-floors use; or equipped to 
lift and lower materials between 
levels of a gravity or power con- 
veyor system. It is furnished as a 
complete package for installation 
by the customer. Rapids-Standard 
Company, Inc., Dept. AL, 342 Rapi- 
stan Bldg., Grand Rapids 2, Mich. 
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Portable Air Heater 


A portable air heater that can 
be converted from electric motor 
to gasoline engine power is now on 
the market. This .new heater, 
called the Herman Nelson Utility 
Model, is said to be suited to lum- 
ber storage. It may be operated 
indoors without danger from fire. 
From 75,000 to 425,000 btu of clean 
heated air can be supplied by the 
heater. Heat output may be regu- 
lated and the large capacity fuel 
tank allows overnight operation. 
Herman Nelson Div., American 
Air Filter Co., Inc., Dept. AL, 
Moline, Ill. 
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Fire Extinguisher Cart 

A mobile unit that makes fire 
fighting quicker and easier can 
mean the difference between an 
incident or a disaster. Height, 46” ; 
floor space required, 14"x21%"; 
diameter of wheels, 10”; finish, 
black enamel body and red enam- 
eled wheels. American-LaFrance- 
Foamite Corp., Dept. AL, Elmira, 
ee é 
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Whew Kiln Dried Sub-Flooring 


of Specified Moisture 


Content is a MUST... 


3UILDING 


Propucts MERCHANDISER 


...in Grade-Marked 

center-and-end-matched or 

standard lengths of even textured 

Arkansas Soft Pine. It holds nails and stays put. 
(Just the answer to F.H.A. and V.A. insured 


loan requirements.) 


Can load with kiln-dried dimension, WOLMANIZED* 
treated lumber and Royal Oak Flooring. Call 


or address: 


— LUMBER 


COMPANY 


A DIVISION OF THE CROSSETT COMPANY 
CROSSETT, ARKANSAS 


*Reg. U.S. Pat. Off 
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NEW 


Power shop machines are featured 
in a new free booklet. The Power 
Shop line consists of four models of 
radial arm type multi-purpose wood- 
working machines, ranging in horse- 
power from % to 1%. While basically 
the Power Shop machines are a spe- 
cialized design of circular saw, they 
are quickly converted for most other 
woodworking operations such as shap- 
ing, sanding, drilling, routing, surfac- 
ing, grinding, buffing and lathe or 
dado work. DeWalt Inc., Subsidiary, 
American Machine & Foundry Co., 
Dept. AL, Lancaster, Penna. 
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Garage door decoration is the sub- 
ject of a folder, which graphically il- 
lustrates the ease and economy with 
which garage doors may be decorated 
and personalized. All decorating 
schemes are accomplished through the 
use of round rosettes, square rosettes, 
diamond shaped rosettes and half 
round strips, plus the decorator’s own 
choice of colored paint. Calder Mfg. 
Company, Dept. AL, Lancaster, Penna. 
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Principal applications, installation 
procedures and important properties 
of vermiculite insulation are described 
in a new data booklet. The publica 
tion outlines the application of ver- 
miculite fill in home, non-residential 
and farm building construction, as 
concrete block insulation, in cold 
storage and as a sound deadener. 
Form HI-48. Zonolite Co., Dept. AL, 
135 S. La Salle St., Chicago 3, Ill. 
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Friendly Home Ideas in Western 
Pine is the title of a new booklet 
which presents 89 pictorial ideas in 
woods from the Western Pine region. 
These will give many helpful hints to 
consumers planning building or re- 
modeling Ha Pictures include every 
room in the house, and not only in 
teriors but built-ins and exteriors as 
well. Western Pine Association, Dept. 
AL, Yeon Building, Portland 4, Ore. 
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IN THE SERVICE OF ir 


eee 


@ Specialists in protection for the lumber 


industry. 


@ professional safety engineers. 


@ more than 90 branch claim offices coast to 
coast and in Canada. 


Substantial dividends have been returned to 
policyholders since organization in 1912. 


Advantages of using CTA-11 Cera- 
mie Tile Adhesive, along with a prod- 
uct description and application in- 
structions are contained in a six-page 
Technical Data Sheet. Some of the 
advantages that are explained in de- 
tail include: long bonding time, versa- 
tility, toughness, weight and time sav- 
ing, heat resistance, and cleanliness. 
Coatings Div., Minnesota Mining and 
Manufacturing Co., Dept. AL, 423 
Piquette Ave., Detroit 2, Mich. 
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Simplified methods of selecting, 
stocking and selling paint brushes and 
rollers are found in a new booklet 
titled The Wooster Quintet Sales- 
Making Plan. This booklet recom- 
mends careful selection of a condensed 
line, the choice of products with ex- 
clusive features, the use of modern 
merchandisers and suggests prefer- 
ence for brands supported by adequate 
national consumer advertising. Woos- 
ter Brush Co., Dept. AL, Wooster, 
Ohio. 
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Metal tiles are promoted as a wall 
covering to the consumer in a new 
brochure. Designed to appeal to the 
home-owner who has decoration or re- 
modeling in mind, the copy points out 
that Vikon tiles, which are made of 
enameled chromatized steel, porcelain 
on aluminum, enameled aluminum, 
copper, stainless steel and plastic, are 
built to last—in fact, are rigid and 
resistant to eccrrosion and household 
chemicals. Vikon Tile Corp., Dept. 
AL, Washington, N. J. 
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Plastic wall tile is the feature of a 
new folder. It shows numerous types 
and sizes of molded plastic tile pieces 
and many of the decorator colors 
(solids, pastels, pearlescent and mar- 
belized patterns). Tilemaster Corp., 
Sales Promotion Dept., Dept. AL, 
1415-21 Diversey Pkwy., Chicago 14, 
Il, 
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Fiberglas Sound Control Products is 
the title of a new design-data volume 
(AC6.A1). The publication is organ- 
ized to provide quick data reference 
on all Fiberglas sound control prod- 
ucts and installation systems. A selec- 
tion guide covers all products with 
condensed description and data on 
usage, installation, standard sizes, 
relative cost and noise reduction, fire 
resistance and light reflection quali- 
ties. Each product and installation 
system then is treated in greater de- 
tail in individual sections. Owens- 
Corning Fiberglas Corp., Dept. AL, 
642 National Bank Bldg., Toledo 1, 
Ohio. 
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Home settings are illustrated in a 
new full color booklet, Modern Magic 
with APMI Decorative Plywoods. 
Birch, Knotty Pine and Philippine 
Mahogany ‘faced plywood panelling 
are featured. Associated Plywood 
Mills, Ine., Dept. AL, P.O. Box 672, 
Eugene, Ore. 
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How the modern ranch home has 
come a long way from its early Amer- 
ican predecessor is brought out in a 
book entitled New Ranch Type House 
Plans. First of a new America Builds 
series, it contains thirty designs for 
which blueprints are available; all are 
the work of Samual Paul, A.I.A. Priced 
at 50 cents per copy. Architectural 
Plan Service, Inc., o; AL, Macy 
Building, Jamaica, te Ay 2 
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Door and Grille sales are said to be 
increased through the use of a viewer 
and catalog prepared by Royal Fac- 
tories. The viewer is a thin board 
with an illustration of a storm door 
printed on it. The center of the door 
is die-cut. By placing the cut-out over 
the various grilles illustrated in the 
catalog, a prospective customer is 
able to tell how the grille and door 
will look on his home. Royal Factories, 
Dept. AL, 3742 Chancellor St., Phila- 
delphia 4, Penna. 
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James $. Kemper, chairman 
Chicago 40 
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Operating in New York stote os 
(American) Lumbermens Mutvel Casualty Company of Iilinois 
H. G. Kemper, president 
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Paint Profits for 
Building Material Merchants! 


Bruning Brothers, Inc. has on its staff men of consider- 
able experience in building profitable paint sales traffic for 
the building material merchant. BRUNING prices permit 
independent merchants to meet direct paint factory compe- 
tition. We have no company owned or sponsored stores, 


For information, write: 


BRUNING BROTHERS, INC. 


Chase Street, 


Baltimore 5, Maryland 
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mL Selling 
* DO-IT-YOURSELF Item! 


FOR QUALIT 
THAT BUILDS SALES, FITS ANY MAKE 14” 


ALL EYES ARE ON— | ELECTRIC DRILL 


ORBITAL MOTION » 
FOR BEST RESULTS 


OPERATES AT DOUBLE 
RPM DRILL SPEED > 


MORE EFFICIENT 
344”x7” WORKING 


Manufacturers of Band Sawn SURFACE 


NORTH CAROLINA PINE ' pnd i > 
SOUTHERN HARDWOODS - CYPRESS : % : 


pone tem The New Universal 


MAPLE AND GUM FLOORING i a D U 7 FA sT* 


Modern Moore Kilns— 


Planing Mill Facilities eR | SANDER & POLISHER ATTACHMENT 


| SAMESPEED—SAMESTROKE | RETAIL $¥H95 
e%e SAME RESULTS as the most | PRICE only 15 - 
Gg expensive professional OVER 200,000 


Sander and Polisher! SATISFIED USERS! 
WRITE - WIRE - PHONE for name of nearest Jobber! 


ont of Tm cursracoma cranes of nav, | _DU=FAST, Inc. itwvoms, ny 
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THE "STORY HOUSE" HOME Maintenance & improvement magazine is building 
this typical contemporary American house. The complete step-by-step picture story 
will appear in the Winter Issue. It promises to be one of the most interesting articles 
ever developed for h sand bh 





, to give them a clear understanding 
of the fundamentals of house construction 


How To Banish Red Ink This Winter 


Here’s just the thing to use to banish red ink from your 


operating statement this winter. 


It’s an established service that you can apply at once; 
it requires practically no time or effort on your part, or 
on the part of your employees; it is low in cost; it is 
proved effective in producing walk-in trade and in build- 
ing profitable business for lumber and building products 


dealers 


HOME Main- 


tenance & Improvement, and the complete service that 


It’s the lumber dealer’s own magazine 


comes with it. 


HOME sells home planners and homeowners the same 
building packages and products that you want your sales- 
men to sell. It’s a full-size magazine of high quality and 
real beauty, it appeals to practically everyone. 


Everything about it is designed to encourage readers 
to want to build, improve and maintain their property. 
It supplies essential information on how homes are built, 
what to use and where to buy the necessary materials, 


parts and tools. It’s a lumberyard’s “salesman in print.” 
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And HOME Maintenance & Improvement service is 
only available to retail lumber and building products 
dealers. Each dealer subscribing is protected from any 
duplication of names in his trading area. It specifically 
solves the lumber dealer’s local advertising needs, and 
can be applied as broadly or narrowly as desired. (Some 
dealers use as few as a hundred copies while others use 


several thousands.) 


HOME is inexpensive... the total price per copy 
mailed is less than the cost of a first class sales letter, but 
it is much more effective. And it’s simple to use. We 
imprint the name and address of your company promi- 
nently on the front cover of each copy you order. When 
your customers and prospects receive it—it bears your 
name, therefore, it’s your magazine! We address and mail 


-paying the postage—to whomever you select. 


The result, of course, is that readers interested by some- 
thing shown in the magazine are exclusively directed to 
you. You can’t miss! 
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STEP-BY-STEP . . . the coming Winter issue of HOME magazine will be an 
easy-to-follow, non-technical pictorial coverage of modern house construction, from 
the roof (top photo above), to the basement-foundation (left) to the installation of a 
fireplace (right). 


Further; beth the products and application methods actually used, and all other mate- 
rials that can be used for the same purpose, will be covered. 


Therefore, everyone reading the Winter issue of HOME, will get a clear understanding 
ef the steps involved in the modern construction of a house—their relationship to the 
whole, when and how they are done, and all the materials available for the same use. 





Is it tested? Thus far, more than 1,700 retail lumber 
dealers have used the HOME service—we mailed out over 
400,000 copies of the big Fall issue to lumber dealers’ 
customers and prospects. It is the biggest and best thing 
of its kind! 

To banish red ink this winter—try the resultful HOME 
Maintenance & Improvement magazine service. Get the 
full facts today and get started on the road to better 
profits. Write as indicated below, no obligation, of course. 


Maintenance & Imp 


Service Manager, Room 2000F, 139 N. Clark St., Chicago 2, Illinois, Financial 6-5380 


Another effective service developed for the retail lumber and building products dealer by}American Lumberman and Building 
Products Merchandiser magazine. 
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Classified Advertising 


Terms — Cash With Order 
Minimum Charge $5.00 





Rates: 


1 Time —20c per word for each insertion. 


Minimum charge of $1.00 per line. 


3 Times — l5e per word for each consecutive 
insertion. Minimum charge of 75c 
iper line. 


All ads for classified section must be in Pub- 
lisher’s office 14 days preceding date of publi- 
cation. Advertisements are set in uniform 6 
point style. No cuts or special borders 
allowed. 


No agency commission or cash discount 
allowed. 


Add $1.50 for blind ads bearing box number. 
Replies forwarded without additional charge. 
Count five words to a e and when less are 
specified or used, regular line rate is charged. 

hea answering box bers or ling copy 
for ads address them to: 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, Ill. 








HELP WANTED 





STOCK MILLWORK MAN 


We need a man with a number of years of ex- 
perience in the stock millwork business. His 
main responsibility is to supervise millwork 
pucphening and scheduling for large housing 
peaseeie. pply by letter giving pertinent in- 

rmation about experience, age, etc., to the 
} am Lumber Company. Box 328, Topeka, 
ansas 


EXPERIENCED COUNTER SALESMAN 
Would you like a position at a good starting 
salary and plenty of opportunity to go places 
with a well established, growing concern? 
Would you like to live in one of the cleanest 
and best small cities in America, where condi- 
tions are ideal for your family? Do you know 
lumber and are 7 experienced in selling 
building materials? Are you under 35, aggres- 
sive, neat and not afraid of wokr? If the 
answers are ‘Yes,’ write us a letter in your 
own handwriting describing your qualifications 


in detail. 
FINGERLE LUMBER CO. 
ANN ARBOR, MICHIGAN 


Two experienced | tumber salesmen wanted to 
work established territory. Prefer men living 
or working Chicago's North Side or Suburbs 
and Gary, Hammond and Northern Indiana. 
Salary J m. Arthur T. Laird Lumber Com- 
pany. 8512 8. Vincennes Ave., Chicago, Ill. 


BOOKKEEPER 
Florida Line Yard Company wants to employ 
Bookkeeper experienced in Perpetual Inven- 
tory and Cost Work, Must be sober and capa- 
ble. Founy man a Address Box X-52 
American Lumberman, Inc. 


COMPETENT OFFICE MAN for a lumber and 
building material yard in Taunton, New Bed- 
ford area of Massachusetts. Duties will be 
varied (consisting of selling, buying, book- 
keeping and we} assistant to owner). 
grease contact S Lumber Co., Lakeville, 

ass. 





Wanted Assistant Superintendent for pliant 


making _ ~ 


ial millwork and veneered doors. 
Addreas 


x X-40, American Lumberman, Inc. 





SITUATIONS WANTED 





YARD MANAGER OR SALES MANAGER 
Graduate Engineer. 1'/, years Law School, 
A 15 years Suidag 
including 10 Es ed 
h Lumber, er 
Mason Supplies, otoue. Paint. Experi- 
enced in Government Procurement. Good War 
Record. Married. Now Employed. Will re- 
a Address Box Y-33 American Lumber- 
man, Inc. 





Mw tad 


yard. “Age °38, 9 years e 
retail building oe an furnish reference 
on request as to a . honesty and sobriet 
Prefer southern location, Address Box x83 
American Lumberman, Inc. 
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retail lumber 
erience as manager 


SITUATIONS WANTED 





MILLW ORK—DETAILING 
A firm of millmen with years of experience 
offer a detailing and d g service. Guar- 
anteed results. Reasonable Cost. Excellent 
pangs Address Box R-59, American Lumber- 
man, Inc. 





“TOP-PLIGHT’ RETAIL 
LUMBER EXECUTIVE 


available for the sition of PRESIDENT or 
Vice President and General Manager. A virtua! 
45-year- — dynamo with a lifetime of retail 
lumber rience. From ranks to a $25,000 
“key” Josition in a Ly state operation 
where have 





SALES REPRESENTATION 
WANTED 





MANUFACTURERS’ AGENT — Calling on all 
lumber and building supply dealers in New 
York, New Jersey, western Connecticut, eastern 
play em a. Mary D. C., and Shower, 
can handle additional ‘millwork, bui 

ing qpociaities or builders’ hardware, on a 
mission . Eight men on the road. Address 
Box X-4l, American Lumberman, Inc. 





Wanted—additional mills to represent in Cin- 








company from a eee position to a “full 
length’ winner in its field. A-1 references and 
record s e+ for ability. Ask for details on 
File 53 

HINES EXECUTIVE SERVICE 
310 S. Louis St., count Prospect, Ill. 


MILLWORK DETAILING SERVICE 
and estimating. 
r +) ™ 








in Detroit area. Address x X-46 
Lumberman, Inc. 


HARDWOOD LUMBER INSPECTOR — experi- 
enced Domestic and Pacific Hardwoods desires 
Pp or Yard Foreman. Relo- 
cate anywhere. References. Address Box X-54 
American Lumberman, Inc. 


SALES MANAGER with large distributor or 
manufacturer of building supply products. 
College graduate, age 35 with sou experi- 
ence in sales, purchasing and management, 
pepeenty employed as general manager of 
uilding supply concern. Address Box X-55, 
American Lumberman, Inc. 


SALES REPRESENTATIVES 
WANTED 

















METAL MOULDING SALESMAN 


Full time or side line. To call on lincleum— 
hardware—turniture stores—cabinet shops— 
manufacturers and wholesale distributors. 
Representing Manufacturer of complete poe 
line of aluminum and stainless steel moul 
ings. Exclusive Soaetonee open. National 
Aluminum Company, 1132 Alum Creek Drive, 
Columbus 9, O Ohio. 





SALES SUPERVISOR WANTED 


If you already have a good job as a salesman 
or sales manager for hardware, Ac — 
ing supply or related products... rea 
real go-getter, with PROVED ABILITY” io. open 
new accounts and develop a territory . . . if 
you can hire, train and poe other man to 
do the same... and if u're looking va | 
more money and MORE R PONSIBILI TY’. 
then this may be the opportunity you're a EN 
ing for. It's a real chance to “show your stuff’’ 
to take a partly developed territory with ter- 
rific potential and build it up your way, with 
ros men and your methods ... and, most 
portant of all... with rewards—salary and 
override—in proportion to your results. We are 
an old, well-established Eastern manufacturer 
of high-quality paints, enamels and varnishes, 
caumpatiiive: toed and supported by consist- 
ent Spvertaan and promotion. Our men know 
of this advertisement. Your inquiry will be 
held strictly confidential. Please address Box 
o. X-55 American Lumberman, Inc. 


Menuflactusers Representatives Wanted 
Covering building supply outlets for new Fold- 
Away utting Table and Carving Board—a 
new ‘“must’’ for kitchens—also established line 
of Carving Boards. Presently setting up terri- 
tories from coast to coast. Top discounts, ad- 
be manag | and freight allowances; 10% commis- 
7 Address Box X-56 American Lumberman, 
nc, 





DISHWASHER 
FRANCHISE 
DISTRIBUTORS 


A few very desirable territories availabje. Fast 
selling, low cost Dishwasher. Write advising 
states and counties your organization can in- 
tensively cover. Give credit references. Reply 
Box X-57 American Lumberman, Inc. 


ci ti territory. Need inland fir, spruce and 
pines. Address Box X-58 Ameri lL 
Inc. 








WANTED — RAILS 





STEEL RAILS 
16+, 204. 25H. WH, IH, 404 and Heavier. 
MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, West Virginia 





RAILS, New and Relaying 
M. K, FRANK 
480 Lexington Ave., New York, N. Y. 





LUMBER & DIMENSION WANTED 





Will contract output of medium sized mill 
(Fir, Hem.) present cut or 1955 production. 
Will advance in pile if insurable. P. O. Box 
662, Saginaw, Michigan. 





BUSINESSES WANTED 





Retail lumber and building supply business 
in growing community of diversified industries. 
ddrss Box Y-28 Ameri- 





can Lumberman, Inc. 





Wanted to Buy 


Small active retail lumber yard in Great Lakes 
area. Willing to manage yard with purchase 
option upon retirement of owner. oderate 
down payment with suitable financing. Address 
Box X-59 American Lumberman, Inc. 





Wanted: Retail | lumber yard for client who 
wishes t yard in north- 
western ‘ Also have BR. for retail 
lumber yards showing profitable operation, in 
any Illinois location. P 1 tial at- 
tention to ail listi No charge unless results 
are obtained. 


Alden F. Hunter, Realtor 
809 Richard St., Henry, Ill. PHONE 32 














BUSINESS OPPORTUNITIES 





Exctusive right-el-way over a very large area 
which is the only legical and practical way 
to remove a vast ameunt of timber consisting 
of fine Pine and Fir timber in Northern Califor- 
nia. Approximately one and one-half billion 
feet. Off the highway trucks can be used all 
the way to R. R. and/or Mill site. Address Box 
T-28, Ameri Lumb Inc. 
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BUSINESSES FOR SALE 


PROMPT SHIPMENT 


MISCELLANEOUS FOR SALE 





For Sale: Well established retail lumber yards 

in northeastern, Central and southeastern IIli- 

nois. Partial financing can be arranged. 
Alden F. Hunter, Realtor 

809 Richard St., Henry, Ill. Phone 32 


“er: = = 


Yard in eastern Nebraska town, located in 
rich farming community. Comparatively smal! 
investment will handle. Owner wishes to 
retire. Address Box V-62, American Lumber- 
man, Inc. 


YARD FOR SALE 

RETAIL LUMBER, hardware & coal yard. Coal 
unloading to dump truck equipment on the 
I6L R.R. Co. Fifty miles south of Cincinnati, 
Ohio. Good profitable yard. Been in business 
for 40 years. Will sell with inventory or with- 
eo. Rddveas Box V-63, American Lumberman, 
nc. 


FOR SALE: Sawmill, Colorado, equipment val- 
ued $38,000. 35 million feet timber available. 

he og Bob Bader, 142 Broadway, Denver 3, 
olo. 


For Sale 
Retail Lumber, Hardware, Paint and Building 
Materials Yard located in fast growing south- 
ern California ae: doing a complete! 
cash business. Lot 160x120 ft. all blacktopped. 
All lumber under cover and including Cement. 
Roofing, Window and Door sheds. this yard 
is priced to sell. Address Box X-62 American 
Lumberman, Inc. 


FOR SALE 

Lumber yard and special millwork plant in 
Ohio, specializing in schools, churches, large 
residential and commercial buildings. Com- 
pote woodworking machinery in oco-chery 
uilding. Lumber storage, masonry construc- 
tion, completely enclosed, and open yard on 
railroad siding. Good order file. Competition 
limited in this area. Addréss Box V-64, Ameri- 
can Lumberman, Inc. 


Retail Lumber Yard for Sale 
Old established yard in Kansas County Seat 
town of 5,000 serving large territory. Velen 
has averaged $110,000. Excellent opportunity. 


Priced reasonably for quick sale. Address Box 
X-60 American Lumberman, Inc. 


Owner retiring after 40 years. Two retail yards 
—Central San Joaquin Valley. Vast area of 
new Agricultural and oil development. Also 
transit mix plant and equipment if desired. 
Sell or lease property. Address P. O.. Box 8, 
Caruthers, California. 


~ FOR SALE 
A very attractive Lumber Yard in a highly de- 
veloped Agricultural community in South- 
eastern Minnesota. Gross sales over $200.000. 


Will sell to suit buyer. Write Box No. 334 
Rochester, Minnesota. 


FOR SALE OR LEASE 
Lumber Yard with or without inventory. Ap- 
prox. 2 acres, 10,000 ft. under roof. 2 car 
siding, 45,000 trade area in Northern San 
Diego County. California. Write Pine Tree 


Lumber Co., P.O. Box 487, Escondido, Cali- 
fornia. 


For Sale: Long established Building Material 
and Fuel business in thriving one yard town 
in rich dairy farming area of central Wiscon- 
=. Address Box X-61 American Lumberman, 
nc. 


For Sale or Lease long established retail 
lumber yard in prosperous Rocky Mountain 
area. Ample sheds, yard space, trackage and 
parking. Fully equipped, excellent accounts. 
Inventory approximately $130,000. Fixtures and 
equip t approximately $20,000. Will sell or 
retain $40,000 accounts receivable. $200.000 
will handle. Address Box V-61, American 
Lumberman, Inc. 











USED MACHINERY FOR SALE 





ROSS STRADDLE CARRIER 
Series 90 
20,000-Ib. capacity 
$2900.00 
LAWLER COMPANY 
Durham Ave. & Lawler Place 
Metuchen, New Jersey 
Me 6-0245 
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R-V-LITE 
(Window Materials) 


Safe Hardware 
Dura-Flex Thresholds 
Belson Legs (Wrought Iron) 
Miracle Anchor Nails 
STORM WINDOW VENTS 
Sliding Door Hardware 
Pocket Door Hardware 


$75.00 Orders Freight Prepaid 
(Selling Only to Dealers) 


HOSKING PAPER & SUPPLY 
P. O. Drawer 43 Wilmette, Ill. 


ADVERTISING YARDSTICKS 
Basswood, 2-color. Same prices as 1-color. 
Also Paint Paddles. I diate ship t. 
R. J. DUMONT CO. 
156 So. Melrose Ave., Elgin, Ill. 
LENOIR, N. C. 





ADVERTISING SPECIAL! 
Retractable Ball Point Pens — clip release, 
gilt top, assorted colors with 4-line advertise- 
ment — $43.20 per gress (30¢ each). Universal 
Euterprises, Box 929, Galveston, Texas 





BOOKS FOR SALE 





CYCLOPEDIA OF BUILDING TERMS. 64 
pages of definiti illustrati charts and 
tables to assist lumber and building material 
A. } in 








LUMBER & DIMENSION 
FOR SALE 





Kiln Dried Douglas Fir Industrial Clears 
Standard sizes through 16/4 


Also 


Extension Ladder Rails 

Cut Door Stock 
Step-Ladder Stock 
Inquiries answered promptly: 

Al Clements Lumber Co. 


P. O. Box 908 
Eugene, Oregon 


Mouldings 
Millwork Blanks 


Phone 5-3317 TWX EG049 


Cedar Poles 


20 ft. to 35 ft. Can be cut to specifications. 
Write Box X-59, American Lumberman, Inc. 


PLYWOOD CUT-OFFS. Large quantity %" 
Exterior Weldtex—also 1/.' and 5" Plyscord. 
Bex Y-32 American Lumberman, Inc. 


Ontario White Cedar. Can be cut into poles, 
posts ,or lumber. Write Box No. X-63 American 
Lumberman, Inc. 





Air Dried—Kiln Dried Appalachian White Pine 
4/4 through 16/4 Packaged 8 ft. Paneling 
Mouldings—Paneling. 

TRIPLETT LUMBER COMPANY 
Plaza 4-4571 P. O. Box 738 





Need Room for Mill Expansion 
Must Sacrifice following: 


200 Open Wds. 50c each. 1,000 Gizd. Sash $1.00 
each. 
300 Rusco Comb. Frames and Windows. 


500 Redwood Comb. S. S. & Screens: $4.00 
each. 


5 Racks Asst. Mouldings. 
750 Gal. Brocado Paint 50c a gallon. 
Many other items. 


Siegel Lumber Company, 4815 W. Grand Ave., 
Chicago 39, Illinois NA 2-2100 





MISCELLANEOUS 
FOR SALE 





CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO. 

Minneapolis. Minn. 


the operation of their business. 
Manual of Fundamentals of light construction 
and building materials for lumber declers. 
Excellent p tati Price 50c. 





LUMBER AND ITS USES. By Kellogg. A 
ractical cutline describing in non-techni 
anguage the properties and uses of the prin- 
cipal cial species of wood which are 
manufactured into lumber. Fourth edition. 
Price $4.00. 





HANDY LUMBER CALCULATOR. A useful 
pocket size 1 including a lumber cal- 
culator for standard sizes, log rules, esti- 
mated weights of lumber and useful miscel- 
Janeous lumber tabulations. Price 50 cents. 


LUMBER CALCULATOR. By W. H. Solomon. 
A help for ascertaining accurately and quick- 
ly the number of feet board measure in dif- 
ferent sizes of lumber, especially where frac- 
tional parts of an inch are to be figured. 
Price $2.00. 


BUYER AND SELLER. By Braughman, 19th 
edition. Lumber tables showing 14,000 dif- 
ferent sizes and lengths, and the number of 
feet in any number of pieces at a glancq. 
Useful tables for reducing feet to inches, vice 
versa. Log scales, weights and measures, 
odd sizes, odd lengths, number of lath and 
the ingredients for plaster and mortar—just 
a few of the handy things to know. Desk 
Edition. Price $8.00. 





STEEL SQUARE. By Townsend. The steel 
square has become one of the most useful 
tools in the carpenter's kit. This edition fol- 
lows through the construction of a dwelling 
from start to finish. Index is arranged so 
that the workman can turn instantly to the 
job in which he is interested. Price $2.50. 


BLUEPRINT READING. By Dalzell, McKin- 
ney and Ritow. A practices! book of self 
instruction on blueprint reading as applied 
to the building trades. The popular question 
and answer method Is utilized and two sets 
of plans are included. Price $1.75. 


FOREST PRODUCTS. By Nelson C, Brown. 
Harvesting, processing and marketing of ma- 
terial other than lumber, including the prin- 
cipal derivatives, extractives and incidental 
products. Features 155 illusrtations, 
and reference list. Price $5.00. 


LOGGING. By N. C. Brown. The principles 
ond methods of harvesting timber in the 
United States and Canada. This book will help 
the student and operator to aain a better un- 
derstanding of logging methods employed. 
Price $5.00, 


CARPENTRY. By Townsend.. A _ practical 
treatise on simple building construction, in- 
cluding framing, roof corstruction, general 
curoéntry work, exterior and interior finish 
of buildings, buildira forms. and working 
drawings. An ov'stending book. Price $2.50. 


EXPERT LUMBER PRICER. Rv E. M. Hiatt. 
A page for each prive per thousand in steps 
ft $1 from $25 to $150. and steps of $5 from 
$150 to $200. Alona the left side of soch 
page are listed bv thickness and width the 
different items carried in the ordinary retail 
yard, and along the top margin are the vari- 
ous lengths. Turn to the price and find where 
the item and length lines cross, then fird brice 
per piece. Price $7.50. Supplement $6.50. 
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THIS BRAND IS YOUR GUARANTEE OF A PERMANENT 
SUPPLY OF HIGH GRADE WEST COAST LUMBER IN 
ALL SPECIES 


CANADIAN Forest Propucts LimITeD 


EBURNE SAWMILLS DrvisION 
VANCOUVER, B.C. 

















"WHAT'S NEW!” 


“ee ee ae er ar ae ee es 


19 20 21 22 23 24 25 26 27 28 29 30 31 32 33 4 35 % 


“What's New” Items 


37 38 39 40 41 42 43 44 45 46 47 48 49 50 51 52 53 54 


55 56 57 58 59 60 61 62 63 64 65 66 67 68 69 70 71 72 


AA AB AC AD AE AF AG AH AJ AK AL AN AO AP AQ AR 

: BA 88 BC BD BE BF BG BH BJ BK BL BN BO BP BQ BR 
Advertised Products CA CB CC CD CE CF CG CH CJ CK CL CN CO CP CQ CR 
DA DB DC DD DE DF 0G OH DJ DK DL DN DO DP DQ OR 

EA £8 EC ED EE EF EG EH £3 EK EL EN EO EP EQ ER 

FA FB FC FD FE FF FG FH FJ FK FL FN FO FP FQ FR 

GA GB GC GD GE GF GG GH GJ GK GL GN GO GP GQ GR 

HA HB HC HD HE MF HG HH HJ HK HL HN HO HP HQ HR 

A 8 i wD OE OF IG WM i OM OM OIN JO WP JQ 

KA KB KC KD KE KF KG KH KJ KK KL KN KO KP KQ KR 
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ADVE ’ (CE) Durham Co., Donald 76 National Gypsum Co 
(CF) Duro Metal Products c 93 National Plastic Produc 
The 
(CG) Evans Products Co : Neils Lbr. Co., J.. 
(AA) Acme Steel Co ~ ‘ . ’ , . . 
(A8) Ajax Hardware Mfg. Corp (CH) Farrin Lbr. Co., The M. B 2 Pack River Sales Co 
(AC) Air-King Mfg. Corp (CJ) Fenestra Building Products Pittsburgh Plate Glass 
(AD) American 1 umberman 68-69 (Detroit Steel Products Co) 33 (Brush Div.) . ; 
(AE) Anaconda Copper Mining Co (CK) Flush Wall Red! : iveacee Fee Glass 
(AF) Appalachian Hardwoods 2 a an Sash & D : P ; 
(AG) A.R.B. Window Sales Co (Cl) Gate € ay ease ies, wg R-B Co., The 
(AH) Arvey Corporatior ty (CN) Goldbiatt Tool C« ¢ , po 
(CO) Grace Fabri-Too!l Co., The Ree Devil Sees ».+.. 
(CP) Graham & Co., In John H : Russell Co., The F. ( 
(AJ) Bemis Hardwood Lbr. Co 2? — — ’ ' ‘ 
(AK) Better Homes & Gardens AW (CQ) Hall-Wessel Co 2 Seward a oooh : Metais Co 
(AL) Bilco Company, The " (CR) Hamer Lbr. Co., J. P 9 Silbernagel, 300. "a ase ; 
(AN) Bird & Son, inc 51 (DA) Hassall, Ine., John 7 tt teenie ioe 
(AP) Blue Mountain Mills ‘ (08) Holt Hardwood Co 96 pa rte cg 


(AQ) Brown & Co., Inc.. Geo. C (DC) Home Maintenance & Improve Soderberg Lbr, Co., Inc,, Carl EB, { 
Bruning Brothers, In¢ ment .. 106 7 Southwest Lbr. Mills, In , 


Bunyan Lbr. Co.. Paul Stewart Tron Works Co., 
(00) Infra Insulation, In« 5 SR, SRO Kecoeyiaer 
(DE) Ives Co., The H. B Superior Lbr. Sales Co 
ifornia Sugar & Western 
Pine Agency, Inc 111 (DF) Kennatrack Cory 87 Tannewitz Works ‘ 
‘anadian Forest Products, Ltd,.110 (DG) Keystone Wire Cloth CC : 53 Tarter, Webster & Johnson, 
‘eco Steel Products Corp 58-59 (DH) Kimberly-Clark Corp 30-3 Twin Harbors Lbr 
‘herry River Boom & Lbr. Co 2 (DJ) Koppers Co., Inc 
mmngopee Mills, Ime Lumite (OK) Kwikset Sales & Servic 
div 
olorado Fuel & Oo ‘o ‘ (DL) Leonard, Inc., R. B 
‘ongoleum-Nairt Ine (ON) Lightsey Brother 
‘onsowe ld ° 20-2 (00) Lowe Brothers Co 
ox & Sons, Ine Arthi > ua 
‘risp Lbr. Co., M. K _ (oF) ar Males ete Van Valer Lbr. C 
‘rossett Lbr. Co 
Div. of The Crossett Co (09) Mack Trucks, Inc 9s Wales Lumber Co 
‘upples Products Corp 5 (OR) Mastic Tile Corp. of Americ: 27 Weidman, Ine., J. Stanley 
‘urtis Companies Service (EA) McCracken & MeCall, Inc 2 Wendling-Nathan Co 
Bureau ) (E8) Medford Corporation 8S Western Products, In 
urtis Lbr. Co 56 (ED) Menominee Indian Mills Western Wholesalers 
(EE) Midget Louver Co., Th ‘ Western Woods, Inc... en 
Delta Power Tool Div (EG) Modern Venetian Blinds, Inc 5 Willamette Valley Lumber C 
Rockwell Mfg. Co 22-23 (EH) Mohawk Flush Doors, In¢ Wilson Mfg. Co., L. 8 
Donley Bros. Co., The ‘ (EJ) Monsanto Chemical Co ‘ Winter Seal Corp 
Dor-Set Corp., The (EK) Mowbray & Robinson Lbr. Co 2 Wood-Mosaic Co., Ine 
Du-Fast, Inc 5 (EN) Mower Lumber Co., The : 2 Woodco Corporation 
Duncan Lbr. Co., Ine i; Multiplex Display Fixture C Wooster Brush Co., The 


S.-Mengel Plywoods, Inc.. 
1. 8.-Mengel Plywoods, Inc 
S. Plywood Corp 

S. Plywood Corp 

pson Company 








. STANLEY WEIDMAN, INCORPORATED | 


WEIDMAN MILL 
DURANGO, COLORADO ry 


} ON 


Manufacturers of Superior 
High Altitude 


ENGELMANN SPRUCE LUMBER ee ST 


IT'S A PLEASURE TO OPERATE A TANNEWITZ HIGH SPEED BAND SAW 








classified AL I FORNIA 


advertising ... SUGAR & WESTERN 
gh nein .. PINE AGENCY, INC. 


is the quick, economical way to find what S 
you're looking for. Oheck the classified pages each #1 MONTGOMERY ST. 
and every issue—you'll find column after column SAN FRANCISCO, CALIFORNIA 


offering real business opportunities. , 
& pport ties SUGAR Pattern Lumber 
-.. and it’s a sure way of disposing of used equip- Selects and 
ment or it can help you to find competent person- | g A t } 
- - a choice business for sale! Every other Shep 
onday copies reach some 25,000 interested per- onderosa ne 
sons in American Lumberman’s nationwide distri- California P Pi 


bution. Check the classified pages for rates in this Mouldings and Cut Stock 
gar Pine Specialists for 48 Ve 














issue. 
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THESE SIGNS IDENTIFY YOU AS... 


HEADQUARTERS FOR 


Pennvernon Window Glass 


ry help you establish your place of 

I business as a well-known source 
for high-quality Pennvernon Window 
Glass, Pittsburgh Plate Glass Com 
pany has made available to hardware 
stores, lumber yards and building sup- 
ply dealers the eye-cat« hing identifica- 
tion signs shown here. 


Used skillfully in prominent places 





De nnveRnon 


tf: 


ready for use. 





BROKEN WINDOW PANES ? Bib 


as yl 


Designed for counter use is this illuminated sign in red and 
purple, framed top and bottom with red plastic bands which 


glow. Comes complete with extension cord and 40-watt bulb 


in your windows or on your counter, 
these signs will remind prospective 
customers that you sell “window glass 
at its best’”—Pennvernon Window 
Glass. And since they are well ac- 
quainted with Pennvernon Window 
Glass, such display is often a powerful 
sales suggestion. For prospects know 


Pennvernon for its fine visional quali- 


* 


Replace 


ant st 00 


; 


Another attractive window dis- 
player is this window streamer 
which 
broken window panes. Can also be 


stresses replacement of 


used in store interiors in conjunc- 


tion with other home repair and 


modernization displays. 


se 


application are fisted on the back of the decal. Size 5” x 8”. 


Fitting companion is the Pennvernon decalcomania in gold, 
purple and red. Effectively displayed on your window will 
serve as a good reminder to passers-by. The instructions for 


ties, its constant, non-fading color, its 
freedom from distortion, and its 
smooth, even surface that resists 
scratching, stays easy to clean. 

For more information on these three 
signs, and how you can order them, 
just write to Pittsburgh Plate Glass 
Company, Room 4366, 632 Fort Du- 
quesne Blvd., Pittsburgh 22, Pa. 











Pennvernon 


PAINTS 


PITTSBURGH 


IN CANADA: 
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GLASS + CHEMICALS - 


CANADIAN PITTSBURGH 


L-> 


Pennuanon 


BRUSHES - 


Se ee we 


PLASTICS 


GS tAa‘s*s 


Window Glass 


FIBER GLASS 


COMPANY 


INDUSTRIES LIMITED 
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DON’T SEND YOUR 
PLYWOOD DOLLARS AWAY... 


LET YOUR LOCAL PLYWOOD 
JOBBER INVEST THEM 


FOR YOUR LOCAL PROFIT 





As another “small businessman” your independent 

jobber is sympathetic to your problems. 

He is local. He is personally interested in 

your business because it is a large 

segment of his business. Your jobber has 

intimate knowledge of local sales conditions. 

He has the benefit of the experience of not one but many 
national suppliers regarding product and sales trends. 

He evaluates sales opportunities in terms of their local benefit 
to you. He makes a sizeable investment in inventory, sales 
time and promotion to introduce such opportunities to you and 
your men, This investment helps you to increase your business and profit. 
Evans Products Company, Plants: 

Coos Bay and Roseburg, Oregon; Vancouver, B. C.; 

Sales offices: Plymouth, Mich., New York, N. Y., 

Chicago, Ill., Coos Bay, Oregon 





Lt pays you Zo do business 


PRODUCTS COMPANY 








Now! Stock the screencloth 


ee, 

that meets every demand! | 
-— G 

; >. 

LYS 


Takes hard blows — can’t 2 
crease or dent. = 


Flexible — never bulges 
when properly framed. 








— 
Each intersection firmly 
welded in place—outlives, = 

outlasts all other screening. 





Is easy to work with — 
smooth edges can’t snag 
hands or fingers. 





Can't stain sidewalls, rust 
or corrode — never needs 
protective painting. 





Will not burn — even a 
lighted cigarette won't go 
through it. 





Economical — a quality 
screening that costs no 
more than conventional- 
type screening. 


Only New Chicopee Fiberglas Screening offers 
the 7 features that cover all your customers heeds 


PROFIT POINTER: New Chicopee Fiberglas Screening Chicopee 

is woven of fabulous Fiberglas, the modern miracle 
already pre-sold to millions throughout America. For 
further information see your local jobber or write 
ag! he us: Lt a Fal ISION, care Mills, Screening 
ic., 47 Worth Street, New York 13, New York. 
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